Che feed 


HE New Year challenges 
all—every man in every 
industry, every woman 


and child. What will the New 


Year bring? Only One can 
, answer and He does not see fit 
a to tell. Uncertain as the future 
i is, however, we can make it 
( bright and prosperous for the 


feed business if we will work. 

Never fear competition or the 
discouraging words of false 
( prophets. Let’s keep abreast 


; —let’s strive to lead in all 
progressive movements in our 
trade and working together we 
can and will make 1928 an- HS 
v 
» other banner year. 


i 
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TRADE MARK 
GUARANTEED ANALYSIS: 


PROTEIN 20% FAT 5% FIBRE 10% 


CARBOHYDRATES 52°; 
INGREDIENTS————— 
Hominy Meal, Linseed Oil Meal, Gluten Feed, 
Wheat Bran, Cottonseed Meal, Dried Brewers’ 
Grains, Wheat Middlings, Malt Sprouts, Cal- 
cium Carbonate, Bone Meal, Salt. : 
MANUFACTURED EXCLUSIVELY BY 


MILLING Co. 


WAUSAU, WIS. 
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Encyclopedia of Repair Parts 


TO an outsider, looking atthe hundreds Increase Your Elevator 
of illustrations and descriptions of re- Capacity 20% with 
pair parts and supplies in the Strong-Scott 
Catalog, is like looking at a regular en- 
cyclopedia! 


But to experienced elevator owners and managers 


; They hold laced 
this catalog, and the organization back of it, stands 
for a service without an equal. Write us for latest fectly. Nothing to change but 


copies. the cups. Wecarry full stocks. 


Everything Jor Every Mill and Elevator 
‘She Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd-Winnipeg 


ROEDTERT SERVICE is now available through- 
out the Middle West and to all points East. Froedtert 
Elevators have a total capacity of 4,500,000 bushels. 
When you are next in the market for corn, oats, barley, 
rye, wheat or malt sprouts---call Froedtert for samples 
and quotations. You'll like Froedtert Service. —-~ 


FROEDTERT GRAIN & MALTING Co. 


MILWAUKEE—CHICAGO—MINNEAPOLIS 


Operating Elevators at 
MILWAUKEE, MINNEAPOLIS, WINONA, 


RED WING and CHICAGO . BROADWAY 5600, MILWAUKEE 
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| January Farm Paper | F 
Advertisement 


E S .~ It pays to 


Woodworth ARCADY and 
& Co. 


MINNEAPOLIS, MINN. : WONDER 
FEEDS— 


Perhaps your 
territory is 


S The final test, in the kind of feeds you use, 
| Peas is the balance on your bank book. Arcady and open— 
Wonder feeds realer ts 


feeders for years. 


Offer a complete 
line of 


either straight Write today for 
or mixed Arcady Farms Milling Co. full details 


. Brooks Bldg. 


cars — Arcady Farms 
oe F R F F FREE POULTRY Milling Co. 


and DAIRY BOOKS 
BROOKS BUILDING | 


Large warehouse facili- cmcace 
January Farm Paper 

ties and complete Advertisement ; 


stocks insure prompt 


shipment. 
Grain 
We offer: 
Oats, Sterling Poultry Feeds 
Corn A COMPLETE LINE OF 
F MIXED GRAIN FEEDS 
Rye, : and 
Barley GUARANTEED-TO-SATISFY MASHES 
also 
and Chicken Wheat 
MIXED CARS 
Containing any of the standard mill feeds-- 
Write, wire or phone bran, middlings, rolled oats, oil meal, etc., 
as well as oyster shell, animal protein 
ATLANTIC 4593 products, dairy feed, etc. 
FOR PRICES Write, wire, phone for quotations on requirements 
of any size. 
Tew Te Northrup, King & Co. 
FEEDS AND SEEDS 
You will like our service MINNEAPOLIS, MINN. 
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Volume Four 


January, 1928 


Number One 


New England Association Elects 
W. Howard President 


Braisted Is Vice President; Kent, Treasurer; Townsend, Secretary 
New Grain Dealers’ Organiztion Starts Work With Determination 


N. HOWARD, of Ware, 

\ \ Mass., was elected president 
® of the New England Retail 

Grain Dealers’ Association at an or- 
ganization meeting in the Hotel Stat- 
ier, Boston, Mass., December 7. Asso- 
ciate officers are A. W. Braisted, Ben- 
nington, Vt., vice-president; R. W. 
Kent, East Providence, R. I., treas- 


‘urer. 


Directors are A. W. Gilman, Dover- 
Foxcroft, Me.; M. C. Trott, Bath, Me.; 
E. H. Stearns, Johnson, Vt.; A. W. 
Nortcn, Vergennes, Vt.; F. B. Glover, 
Stafford, Conn.; Harry Manchester, 
Winsted, Conn.; G. W. Gilmore, Wren- 
tham, Mass., and W. E. Benjamin, S. 
Deerfield, Mass.; Freeman Corson, 
Rochester, N. H.; A. W. Hill, Leba- 
non, N. H.; Walter Owen, Providence, 

I.; Harold Campbell, Phoenix, R. L.; 
J. A. Sturges, Easthampton, Mass. and 
Dan Johnson, Essex Junction, Vt. 


Older Groups in Merger 

The election of officers and final or- 
ganization of the New-England Retail 
Grain Dealers’ Association is the re- 
sult of efforts of a joint committee 
from the Vermont and Massachusetts 
state associations, these two state as- 
sociations having employed Lynn P. 
Townsend to conduct the preliminary 
work of organization. Members of the 
inint committee were W. N. Howard, 
Ware. Mass.; TJ. A. Sturges, Fasthamp- 
ton, Mass.: E. H. Dav. Fitchbure, 
Mass.; G. W. Gilmore, Wrentham, 
Mass.; H. L. Rvther, Enfield, Mass.; 
Rk. L. Brown, North Adams, Mass.; 
W. I. Morse, Holyoke, Mass.; G. Stan- 
ley Whittemore, Worcester, Mass. 

Mr. Townsend has been appointed 
executive secretary of the new organi- 
zation, with headquarters at 816 East 
Myrick building, Springfield, Mass. He 


HE FEED BAG feels like hurrying East to pat all of the pro- 
gressive New England retail grain dealers who helped to form 


this new organization on the back. We congratulate Mr. 
Howard, Mr. Braisted, Mr. Kent and Mr. Townsend on their recent 
election as officers of the new association and also extend our good 
wishes to the members and directors. 

We are confident that from now on things will be brewing in 
New England in the feed business. The large membership with which 
the association has started, the selection of able leaders and the determ- 
ination of the dealers foretell immediate success. You have the spirit, 
New England dealers, and that’s the essential needed to win. Organi- 
zation in every business is urgent, and you are to be congratulated for 
your vision in seeing the need of it. 

You can better overcome undesirable competition by co-operative 
opposition. You can influence legislation favorable to the feed and grain 
trade with your united efforts. Movements that will make the feed and 
grain industry better for all will go forward more quickly with your 
combined support back of them: You have moved wisely in organizing. 

We also want to compliment you for beginning, almost before 
you drew up your constitution and by-laws, to concentrate on one of 


as a unit. 


your biggest problems—car door selling. Your organized efforts will 
soon end this type of competition, and that achievement alone, if car- 
ried out, will be worth the efforts you have spent in getting together 


We will stand back of you and support you in every way possible 
by the printed word, and in personal services. 
cess, and the continued presence of the live dealer spirit which prompted 
all of you to join hands in your new association. 


We wish yeu every suc- 


formerly was an associate editor of 
Successful Farming, at Des Moines, 
Ia., and more recently had been: en- 
gaged in extension work in Massa- 
chusetts. 

350 Charter Members 

Great enthusiasm of the 125 dealers 
present at the organization meeting 
might be taken as a criterion of some 
very active work in the association dur- 
ing its first year. It begins operations 
with a charter membership of 350 deal- 
ers from six New England states. Mr. 
Howard pleaded for full co-operation 
from the entire membership as a means 
of effecting its purpose. 

L. F. Brown, secretary of the Amer- 
ican Feed Manufacturers’ Association, 
was the first speaker at the organiza- 
tion meeting, giving an interesting talk 
on the need of organization. Mr. 
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Brown has been assisting the organi- 
zation committee in perfecting its 
plans, and has shown great interest in 
its work. 

Car Door Competition 

J. A. Sturges lead a discussion at the 
afternoon meeting on car door compe- 
tition. This is one of the chief prob- 
lems of the New England dealer and 
it is one of the association’s chief am- 
bitions to settle it to the dealer’s ad- 
vantage. 

Mr. Howard presided at the banquet 
in the Statler Hotel in the evening, in- 
troducing the following speakers: 
President Tapper of the Boston Grain 
and Flour Exchange; James E. Wat- 
son, editorial representative of the New 
England Homestead; Hon. John 
Thomas, humorist. The Elite Trio, of 
Boston, furnished a musical program. 
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ELMORE MILLING CO., Onecn- 
ta, N. Y., is completing installation of 
a molasses feed plant. Concrete work 
on the molasses storage tanks is com- 
pleted, and it is said they are among 
the most modern in the country. 


SWENGER BROTHERS, Lake 
Ariel, Pa., have installed a new cutter 
and cracked corn separator. They also 
will soon install a new one-ton mixer. 


S. FOUGHT & SON, Hughesville, 
Pa., are remodeling their flour and feed 
mill. Roller bearings for all line shafts 
will replace the old method, of opera- 
tion. 


_E. J. CRANE is building an eleva- 
tor and feed store at Cornell, Wis. 


CASH BASIS STORE 
Leslie Lovitt and Vernon Thorell, 
La Harpe, Ill., have purchased a feed 
mill and store which they plan to con- 
duct on a cash basis. 


R. B. RODGERS, Oakwood, IIL, 
owner of the Oakwood elevator, has 
purchased the Muncie, Bronson and 
Brothers elevators. 


E. H. EHMKE & SON, Joice, Ia., 
purchased the elevator of W. W. 
Wheeler. 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 


MEMPHIS, TENN. 


MAYFLOWER GRAIN PRO- 
DUCTS CORP., Waltham, Mass., has 
been incorporated with a capital of 
$25,000. 


BUFFALO FLOUR MILLS, Lew- 
isburg, Pa., is being remodeled and 
new machinery installed to change it 
into a modern chopping mill for all 
kinds of feed. 


JAMES OSTERBOUT has again 
taken charge of his mill at Woodburn, 
N. Y., which he had sold some time 
ago because of ill health. 


ASA DUTTON, of Dutton Brothers, 
Middleburg, N. Y., has taken active 
charge of their branch mill at Scohaire, 
N. Y., during the absence of their reg- 
ular miller. Mr. Dutton is getting some 
practical experience in hustling bags, 
and says he didn’t appreciate how good 
business actually is until he had this 
opportunity of getting right into the 
harness. Early winter feed business 
has been much better than was expect- 
ed, he said, and there is an exceeding- 
ly bright outlook for spring. 


ROCKFIELD ELEVATOR, Rock- 
field, Ind., is installing a seed cleaner 
and treating machine. 
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OO 00 
NEW PROCESS of MANUFACTURE 
50 
makes BLUE RIBBON the cleanest 
si BLUE RIBBON! sweet dairy feed you can buy. ap 
MPROVEMENTS at our mill re- og 
BG cently completed have increased our Oc 
Bo capacity so that we wil! be able to give 00 
00 
Oo good service during the busy months 00 
before us.”’ 
00 In addition to larger capacity, we have installed a cleaning, Oo 
00 grinding and bolting process which has recently been perfected ee 
ao for the purpose of manufacturing a clean, sweet dairy feed. an 
oo Whole seeds are removed. OO 
oo 
no oo 
oo 
oo 
OO 00 
TRY IT 
And You Will Always 
55 RESULTS DETERMINE VALUE BUY IT a 
sls PROTEIN 164%, FAT 6% 
oo 
OO 00 
BROOKS MILLING CO 5 
= e 
== MINNEAPOLIS --: -: MINNESOTA 
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Feed Samples Collected By Inspector 
Pass Numerous Tests 


Moisture, Fat, Fiber And Protein Content Determined In Laboratory 
Analysis Reports Are Combined In Annual Feed Inspection Bulletin 


By W. B. Griem 


Director, Wisconsin Feed and Fertilizer Inspection 


O doubt many readers are inter- 
N ested in the treatment of sam- 

ples of commercial feeds which 
are drawn from their stocks by inspec- 
tors of the feed inspection division. 
They are all familiar with the sampling 
of a number of sacks from each lot, 
which is made in order to get a repre- 
sentative sample; but they are not fa- 
miliar with the laboratory procedure 
carried out before they receive their 
analysis report. 

The Moisture Determination 

Preparation of the sample is the first 
step in the routine analysis. The con- 
tents of the envelope containing the in- 
spector’s sample are thoroughly 
mixed, and an eight ounce bottle is 
filled, sealed, properly labeled, and 
filed. If any question arises later re- 
garding the analysis, the determination 
can always be repeated. About 2,000 
samples, representing a little over a 
year's collection, are kept on file by the 
Wisconsin division. A portion of the 
remaining sample is finely ground in a 
mill, so that all of it will pass a 40 
mesh sieve having 1,600 openings per 
square inch. The ground sample is 
then used for analysis work. 

For the moisture determination, 12 
two-gram samples of the finely ground 
feed, equivalent to about 1/14 ounces 
or about two thimbles full, are accur- 
ately weighed out at one time and 
placed on watch glasses. The balances 
used for weighing these samples are 
so sensitive that an amount of feed as 
large as a pin head will throw them 
completely. out of balance. The sam- 
ples are kept in an electric oven held 
at a temperature of 101°-102°C., or 
about 215°F. for 16 hours. This tem- 
perature is slightly above the boiling 
point of water, so that the moisture is 
lost by evaporation. The weight of the 
residue subtracted from the original 
weight, gives the weight of moisture. 

The Fat Determination 

The ether extract, or fat determina- 
tion, is next made. The 12 dried feed 
residues, from which the moistures 
have been determined, are each put 
into extraction thimbles which are 
about the shape of large fountain pen 
caps and made of porous earthenware. 
These thimbles are then put into ex- 


Chemist determining protein is shown watching digestion of feed samples. 


traction tubes. Ether, the same sub- 
stance used by physicians to produce 
anesthesia, is put into small flasks at- 
tached to the lower end of each ex- 
traction tube, and the other end of the 
extractors are then connected to con- 
densers. The flasks are heated so that 
the ether boils. Ether boils at 35°C., 
which is about three degrees lower 
than body temperature. 

The vapor passes through the ex- 
tractors into the condensers where the 
drops form and drip into the porous 
thimbles containing the feed samples. 
Fat is soluble in ether, and, therefore, 
it is extracted from the feed and car- 
ried into the flasks with the ether. The 
extraction is continued for 16 hours. 
The flasks are then disconnected from 
the extraction tubes and the ether 
boiled away, leaving only the fat in 
the flasks. The fat is carefully 
weighed, and the percentage in the 
feed is calculated. 

The feed samples in the extraction 
thimbles from which the moisture had 
been determined and the fat extracted, 
are used for the fiber determinations. 
Although the samples no longer weigh 
two grams, because of the loss of water 
and fat, yet they represent the original 
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two grams of feed weighed out for the 
moisture determinations. The contents 
of the thimbles are put into flasks of 
one quart capacity. They are so shaped 
that they can be attached to conden- 
sers. Boiling 14% per cent sulphuric 
acid is poured onto the feed in these 
flasks, which are then attached to the 
condensers. Boiling is continued for 
exactly 30 minutes. The condensers 
condense all of the vapors so that the 
concentration of acid remains constant. 
The acid is filtered off, and the resi- 
dues are again put into the flasks. 

Boiling 1% per cent lye solution is 
then poured into the flasks, and the 
boiling again continued for exactly 30 
minutes. The lye solution is filtered 
oft leaving the fiber. This fiber is prac- 
tically pure cellulose. The acid and 
alkali dissolve the rest of the feed, con- 
sisting of the protein, sugars, starch, 
etc. The fiber is carefully weighed and 
the percentage is calculated. 

The Protein Determination 

The protein determination must also 
be made. Twelve new samples of one 
gram each, half as large as were orig- 
inally weighed out for the moisture de- 
terminations, are put into flasks, and 

(Continued on Page Twenty-eight) 
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more and 


more customers 
Quaker Dealers!” 


Quaker Feeds are gaining new users every 
day. The testimony of Quaker Feed users, 
coupled with Quaker’s strong advertising, is 
winning more and more customers for 


Quaker Dealers. 


Making money in the feed business is sim- 

ply a matter of handling the right feeds—the eS | 
feeds that do the work, and do it at a profit " a 
— Quaker Feeds! We offer you a complete | 
line of poultry and livestock feeds; offer you 

the advantages of doing business with a long- 

established, reputable organization; offer 

you effective, sales-producing co-operation 

right in your neighborhood; offer you the 

opportunity to buy both flour and feed in 

combined shipments. 


If you want to be a Quaker Dealer and share 
in the ever-growing acceptance and popular- | 
ity of Quaker Feeds, write today to The ee : 
Quaker Oats Company, Chicago, U. S. A. a 


QUAKER FEEDS DO THE WORK | ( 
—AND DO IT AT A PROFIT! 
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A HAPPY NEW This is The Feed Bag’s third New 
YEAR TO ALL Year and it rejoices at the opportunity 

to again wish its many friends and 
readers happiness and prosperity. We have made many 
new friends during 1927 and were so well received by you, 
our readers and advertisers, that we feel the urge to per- 
sonally wring your hand. 

_ The Feed Bag is becoming better acquainted with the 
persons, firms and organizations in its field as each New 
Year rolls around and it is happy to be in such good com- 
pany. 

In our first issue of August, 1925, we wrote an editorial 
commenting on the fact that as “The Dealers’ Paper of the 
Feed Industry”, The Feed Bag was entering an uncrowded, 
undeveloped, non-competitive field. At the same time, we 
made a pledge to our readers which we repeat herewith: 

“We pledge you, Mr. Dealer Reader, that The Feed 
Bag is not and never will be the organ of any jobber, manu- 
facturer, miller or group of the same. Its sole interests are 
in the dealer. The Feed Bag is and will always be edited 
as a dealer organ—dedicated to the service of the dealers 
as a group in the belief that when the group is served, so 
are the individuals comprising it.” 

Have we kept faith? Your many letters and your good 
friendship testify that we have served you and lived up to 
our pledge. And now we reiterate it. This year we will 
make more effort than during the past to be of greater serv- 
ice to you. May we please you in every way, and may our 
friendship ripen and find greater expression in the months 
to come. 


GROWING FOR The Feed Bag starts the New Year 
BETTER SERVICE bigger and better. Like all good 
youngsters, it has grown and at 
the age of two and one half years is in the field, vigorous 
and healthy, a leader in serving its feed dealer friends. 

The Feed Bag made its first appearance with the August 
issue in 1925. It had 26 advertisers and included 20 pages. 
It starts the New Year carrving the messages of more than 
75 advertisers and with some 40 pages between its covers. 

During the two and one half years in which The’ Feed 
Bag has served as “The Dealers’ Paper of the Feed Indus- 
try” its circulation has increased from 1,500 to 2,600 copies 
a month. Its territory has broadened. The original inten- 
tion was to serve only dealers in Wisconsin and neighboring 
sections of adjoining states, but The Feed Bag is now read 
by practically every responsible retail feed and allied pro- 
ducts dealer in the two great dairying and feed consuming 
sections of the United States—the East and Central North- 
west. 

As it has grown in size and circulation The Feed Bag 
has also increased its services to feed dealers. The editors 
seek continually for new business ideas to present to 
dealers. Any movement for the good of the feed business 
is supported heart and soul. 

The Feed Bag hopes to continue its growth, both in 
volume and services. To accomplish this it needs the con- 
tinued reader interest and good will which it has enjoyed in 
the past and which has been the foundation of its modest 
success. With our dealer friends, who read The Feed Bag 
and patronize the advertisers, faithful as they are, there 
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looms a rosy future and opportunity for continued service 
for our bustling youngster, The Feed Bag. 


ORGANIZATION— Before we face toward the un- 

SELLING FOR CASH conquered horizon of the New 
Year, let us look back to see 

what The Feed Bag has accomplished in past months. 

The Feed Bag in its first issue, more than two years 
ago, came to dealers carrying two editorials, one urging 
the need of dealer organization in the Central Northwest, 
and the other advocating changing the retail feed business 
from a credit to a cash basis. 

* In every succeeding issue The Feed Bag kept plugging 
for these projects and this New Year looks back and sees 
both of these first cited needs’ accomplished to an encour- 
aging extent. Hundreds of feed dealers today are operating 
on a cash basis and have been relieved of the burden of 
carrying profit deadening accounts. The Central Retail 
Feed Association, outgrowth of the organization idea, is 
a live progressive body. It is doing great work and has 
more dealer members than any other group in the feed in- 
dustry. 

The Feed Bag is a growing trade paper with a purpose. 
The interest of the feed dealer is its guiding light. It up- 
holds the policy of constructive work and the continual 
building up of the feed business. Nothing that is harmful, 
indifferent or destructive to the feed business finds its way 
into its pages. The Feed Bag hews straight to the line. 


HOW TO READ When you fill your friendly old pipe 
THE FEED BAG and turn on the radio after supper in 

the evening and sink into your favorite 
chair to read this issue of The Feed Bag, we want you to 
notice the special effort we have made to fill its editorial 
columns with reading matter that is exclusively for you, 
a feed dealer. 

We aim to make it friendly, helpful, constructive, infor- 
mative, and optimistic from cover to cover. The article, for 
instance, giving you a series of collection letters to extract 
the long past-due payment from your stubborn delinquents 
should be practical and interesting to you. 

On another page is an article telling you how to start 
a dealer’s route system in your territory and the many ad- 
vantages for the good of your business which you may de- 
rive from the plan. This is a bull’s eye idea. A third article 
explains a live advertising idea which a Wisconsin feed 
dealer is using, and which he has found successful. It is 
not copyrighted, and you are perfectly free to use the idea 
and enjoy the success which it brings. 

A director of a state feed and fertilizer inspection divi- 
sion explains, for your benefit, how samples of commercial 
feed collected by inspectors are tested. 

The Feed Bag is newsy, too. It gives you accurate ac- 
counts of all the association activities, and it bubbles with 
personal items about you and the genial old family of feed 
dealers. 

_ We are not trying to boast. We just want you to get 
better acquainted with The Feed Bag and receive the ad- 
vantages of its friendly pages. If you have any suggestions 
which will make it still better, we'll welcome them with 
open arms. The Feed Bag is your paper, “The Dealers’ 
Paper of the Feed Industry”. 
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CRACKED CORN 


Carefully Sifted For Feed Dealer Consumption 


Our resolution is to say something 
more funny this year. Perhaps we’ve 
already broken it. 

Did you hear about the man who 
cid keep his resolution and will never 
break it? A train hit him just after 
he had resolved. 

*x* * * 

Life is pretty empty for the purse 

about this time o’ year. 
* * * 

And when it is in this state, feed 
dealers are obliged to fill out an in- 
come tax blank to reveal his wealth. 
One feels as if the government owes 
him money. 

ok 

Many persons never know how char- 
itable they really are until they begin 
to fill in the exemption blanks on an 
income tax sheet. 


THIS MONTH’S SLOW GUNS 


Old accounts don’t make a Happy 
New Year. 
Somebody said 1928 will be a pros- 


perous year. Not unless we make it 
thus, as we made 1927, by hard work. 


And prosperity haunts places 
That are on a cash basis. 


Consider the pin. Its head keeps it 
from going too far. 

Alsuv learn from the postage stamp. 
It gets licked continually, but it always 
sticks. 

PRACTICE MAKES PERFECT 

Doctor: “You cough more easily this 
morning.” 

Feed Dealer: “I ought to, I prac- 
ticed all night.” 

A SURE CURE 
If you moan and you sigh, 
If your throat’s sore and dry, 
If the seat of your pants 
Is worn thin to a chance 
Frem sitting all day, 
As for business you pray; 
If red figures show 
That your business will blow; 
Here’s a sure way to heed, 


And it’s just what you need, 
Get out of that chair, 
And GO OUT and sell feed. 


‘There was once a feed dealer who 
recommended nails for mineral feed. 
*x* * * 


Since the new Ford is out chickens 
will have to learn how to cross the 
road all over again. 

*x* * * 


STUBBORN! 


Joe Ivory was the most stubborn 
individual in seven counties. Even his 
wife couldn’t budge him. One morn- 
ing he struck the construction foreman 
for a job and was hired. 

“There’s a pick and shovel over 
there in the corner,” said the foreman. 
“Take your pick.” 

Joe deliberately strode over and took 
the shovel. 


The best kind of a ration to get busi- 
ness is “prespiration”. 
Men who have sky high schemes are 
seldom on the level. 


Prosperity, luck, and all that’s good 
and great are our wishes to you for 
the New Year. 


The Best Buy 
argill’s Special 


A Saving of 5c on Every Bushel 


Buffalo. 


Receivers and Shippers at Milwaukee, 
Minneapolis, Duluth, Green Bay and 


Cargill Grain Company 


MILWAUKEE, WISCONSIN 


Keeping Step With Public Demand 


Operating elevators with a total stor- 
age capacity of 10,000,000 bushels at 
well located centers. 


Feed Oats 


‘| Please mention this ad. when sending for samples F 


t= Quality Grain and Prompt Shipments “=! 


Old Corn — New Corn — Oats — Barley 


Call Broadway—3416-3417 
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Newsy Ad Corner In Local Paper 
Brings Dealer Results 


Space Arranged In Newspaper Style Attracts Interest of Buyers 
Sales Announcements Mingled With Jokes, Comments, Testimonials 


NEW idea im newspaper adver- 
A tising used by Art A. Searl, 

Tomahawk, Wis., feed dealer, 
gets the attention of readers and brings 
results. 

Mr. Searl runs a space in his local 
newspaper every week and in it in- 
cludes witty sayings and comments, 
intermingled with advertising of flour, 
feed and coal. 

Like Small Newspaper 

He divides the space into three 
columns and writes his copy in news- 
paper style, under the heading Searl’s 
Corner. The advertisement appears 
and reads like a small sized newspaper. 

Mr. Searl mixes his advertisements 
with humor, and readers follow them 
through with pleasure. Whenever 
possible he connects the advertising 
with some proverb, or seasonal verse, 
and he often runs the names of his cus- 
tomers and their opinions on the vari- 
cus products which he sells. 

Introduces Local Evidence 

“Ask Harry Herman what he thinks 
of Gold Medal Vitamin Dairy Feed,” 
suggests one of the advertisements. 

“Ask Adolph Erickson what he 
thinks of the new hammer mill we *se- 
cently installed. He says it does the 
best grinding he ever had done,” reads 
another paragraph. 

Mr. Searl also keeps hinting to his 
readers about ordering their coal sup- 
ply. Following are some of the sug- 
gestions which appeared in Searl’s Cor- 
ner. 

Coal Selling Paragraphs 

“Better get your order in for some 
Mogul coal at once, as later on we 
may not be. able to make deliveries 
the same day as ordered.” 

“No wonder Bill Boettcher, manager 
of the Wisconsin Valley Electric Co. 
wears a smile. He has a nice new 
building and Mogul coal in the base- 
ment for the winter.” 

“Selling Mogul coal is a pleasure. 
While we were going home the other 
evening the management of the Lvric 
theater, said, ‘I want a carload of Mo- 
gul coal. Deliver it tomorrow.’ ” 

Pushes Flour Sales 

Flour gets its share of boosting in 
Searl’s Corner also. Here’s the way 
Mr. Searl tells his customer about the 
quality of the brand which he sells: 

“Every sack of Gold Medal flour is 


Searl’s Corner 


Vol. 1 


November, 3, 1927 


No. 13 


Published in 
the Interest of the 
People of 
Tomahawk and 
Vicinity by 
Art A. Searl 


Come down to our 


store, and we _ will 
tell you something 
you. didn’t know 


about the Feed busi- 
ness. 


Some of these 
mornings, it’s going 
‘to be real cold. Are 
you prepared for it? 
The coal supply is 
the important item 
and it should be in 
your basement be- 
fore the cold weath- 
er comes. We can 
Deliver Promptly 
Now. 


The only thing 
that ever accom- 
plishes anything by 
just running around 
is a circular saw. 


Make your _ fur- 
nace glad—feed it 
Mogul coal. 

There’s use 
trying to joke with 
a woman. 

The other day 
Jones heard a good 
conundrum and de- 
cided to try it on his 
wife. 

“Do you know 
why I am like a 
mule?”’ he asked. 

“No,” she replied, 


“T know you are, but. 


I don’t know why.” 

More milk at low- 
er cost. That’s what 
Gold Medal Dairy 
Feed means. 

“They won’t make 
a bricklayer out of 
me,”’ said the hen as 
she shoved the por- 
celain egg out of the 
nest. 

Parents who dis- 
obey their children 


are a problem. 


It costs you a 
lot of money to 
make those Pullets 
lay. And it will cost 
you a lot more un- 
less you feed North 
Star Scratch Feed 
and North Star Egg 
Mash. 

Him (noticing cow 
and calf in _ field 
rubbing noses in bo- 
vine love) — ‘‘The 
sight of that makes 
me want to do the 
same thing.” 

She—‘‘Go to it— 
That’s your cow.” 

It simply can’t be 
done! You can’t 
make good bread out 
of poor flour. There- 
fore, the sane and 
sensible thing to do 
is to buy Gold Medal 
Flour. 


ART. A. SEARL 


Flour, Feed and Coal 
Phone 119 
Tomahawk, Wis. 


sold under a guarantee. Yes, we know 
that the word ‘guarantee’ is over- 
worked but it certainly isn’t in this 
case. We'll make good if you say 
Gold Medal flour doesn’t. 

““*T used to think it was imagination 
but now I know it is a fact,’ says Mrs. 
Harry Norrenberg. ‘Gold Medal flour 
gives me better baking results than any 
other flour I’ve ever used.’” 

Jokes selected by Searl are those 
which appeal to rural folks, and give 
no offense to anyone. They help to 
keep reader interest. Several of the 
jokes used follow: 

“The baby that swallows everything 
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should make a good husband when he 
grows up.” 

“One man who marries often and 
never regrets it, is the minister.” 

“Early to bed and early to rise, 

And your girl goes out with other 
guys.” 

“Some people go to the bank to de- 
posit money, others to fill their foun- 
tain pens.” 

Results Are Worth While 

Contributions are welcomed to the 
corner from the readers, and occasion- 
ally Mr. Searl adds a little boost for 
the town. 

The corner appears every week and 
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has been running for more than four 
months with continued success. Mr. 
Searl formerly used regular display ad- 
vertising but discovered that he was 
not getting the reader attention he de- 
sired. Comments received from read- 
ers indicate that an increasing interest 
is being shown, and that the name of 
Searl’s feed store is kept in the public 
mind, besides receiving other direct 
benefits from the advertising. Results 
received from. the corner. pay the cost 
many times over. 
Six Years in Business 

Mr. Searl started in the flour and 
feed business at Tomahawk about 
six years ago. He operates two 
farms and he knows the buyer's angle 


of the feed business. He buys and 
ships potatoes from farms adjoining 
Tomahawk, and this acquaintance with 
farmers originally gave him the idea 
of starting a flour and feed store. 

Mr. Searl is active in the civic life 
of his city and in the surrounding com- 
munity. He may be found in some 
capacity, backing every community 
movement. This has made him a pub- 
lic character, and has helped him in his 
business because of the wide acquaint- 
ance he enjoys. 

Operates on Cash Basis 

Progressiveness of Mr. Searl is fur- 
ther indicated by his changing from a 
credit to a cash basis recently, when 
he took in R. O. Whipple as a part- 


Ever Since 


BIG 


preciated. 


to use it. 


was placed on the market, in 
1880, it has catered especially 
to Family Trade in territory 
adjacent to the Mill. Our best 
trade is where flour is best ap- 
BIG JO is not a 
popular priced Brand. It is 
popular only because of its 
superiority, not price. It is 
high priced, but it is economy 


BIG J 


SELLS BEST BECAUSE 
IT IS BEST. 


MADE BY 


WABASHA ROLLER MILL 
COMPANY 


WABASHA, MINNESOTA 


ner. The announcement of the change, 
which appeared in his local newspaper, 
tollows: 

“We wish to announce that R. O. 
Whipple has purchased an interest in 
the flour, feed, coal, and potato busi- 
ness of Mr. Art A. Searl. 

“We will carry a full and complete 
stock of merchandise at all times. 

“The business will hereafter be con- 
ducted on a strictly CASH BASIS, 
which will eliminate collections and 
bad accounts, thereby passing the sav- 
ings thus possible on to our customers. 

“We will assure you the service that 
you expect.” 

Mr. Whipple, the new partner, was 
at one time proprietor of the Mitchell 
hotel at Tomahawk, and enjoys a wide 
acquaintance in the community. 


WILLIAM G. SLUGG is opening 2 
retail poultry and feed store at 194 
Villard avenue, North Milwaukee, Wis. 
He is well known to feed dealers 
throughout Wisconsin. 


POPP & LANGE, Jefferson, Wis., 
are entering the feed business and will 
handle the Purina line of feeds. They 
formerly handled seeds exclusively. 


A. R. BONAHM, Walworth, Wis., 
has opened a feed store. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
ST. LOUIS, MO. 


LAMAR, COLO. 
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Farmer’s Welfare Is A Barometer 


Of Dealer’s Success 


Feed Man Should Help Him To Get On Sound Financial Basis 
Service Given To Rural Customers Will Return Many Profits 


F }{E farmer is not what he used 
i to he many long years ago— 
he’s better. He’s not only a 
farmer now, he’s a scientist, an agri- 
cultural economist and above ali, a 
business man, according to Dr. C. J. 
Galpin, of the United States depart- 
ment of agriculture in a resume of a 
recent survey of agricultural conditions 
in America. 

During the last ten years, Dr. Galpin 
points out, the farmer’s scientific at- 
titude of mind has worked a radical 
reform in rural life. 

Business Attitude Changed 

This change may be indicated by the 
farmer’s changed attitude upon mat- 
ters of business. ° 

He has learned that merchants who 
ask cash for their products can afford 
to give him lower prices upon their 
wares than can merchants who extend 
credit, and he is not slow to purchase 
the lower priced products. The suc- 
cess of cash and carry stores in rural 
neighborhoods is a striking example. 

Progressive feed men recognize this 
change which the attitude of the farmer 
has undergone and are rapidly taking 
advantage of it. They realize that a 
cash basis puts their business upon a 
sounder footing by eliminating much of 
the risk which the credit system in- 
volved. 

Viewpoint of Dealers 

Some feed men, however, although 
they recognize the soundness of the 
cash basis, are cautious in adopting 
it Their trade areas, they protest, do 
not yet warrant such a step. 

Farmers in their: section, they point 
out, are not yet upon a financial basis 
such that they are able to pay cash at 
all seasons of the year. Their income 
is not large enough. 

After having analyzed the field to 
this extent, and after having come to 
these conclusions, the average feed man 
is likely to sit back, accept the credit 
basis as a present evil and wait for 
events to bring the cash basis around 
him. 

One Way to Get Started 


Progressive feed men, however, are 
finding ways of turning this adversity 
to the advantage of both themselves 
and the farmer. They realize that they 
cannot do a cash business until the 
farmer has cash to do business with; 


therefore they are setting to work to 
help the farmer make more money. 

I. K. Mayr, feed dealer of Beaver 
Dam, Wis., hired an expert poultry 
man to work among the farmers, cull 
their flocks, cure the diseases of their 
hens, and to offer valuable advice upon 
the feeding and care of poultry. An- 
other feed man is becoming recognized 
in his community as a reliable authority 
upon the subject of feeding hogs. Still 
another, through co-operation with 
county agents or agricultural experi- 
ment stations, has kept his customers 
in touch with the most recent scientific 
news about dairy feeding. 

Teaching Modern Feeding 


One dealer makes a practice of call- 
ing the attention of his customers to 
recent announcements in 
station bulletins. 

“By the way,” he will say in some 
opportune place in his conversation 
with his customer, “I noticed in last 
month’s bulletin from the Iowa state 
agricultural station that Mr. Evvard 
recommends a ration made up of 
shelled corn plus a mixture of 50 parts 
of tankage and 25 parts each of lin- 
seed meal and alfalfa meal by weight, 
and all of it self fed with salt. He 
says that he gets quicker results with 
this ration than he gets with a straight 
corn and tankage ration, and that the 
costs of feeding weren’t so high. Did 
you happen to notice that, Mr. Blank?” 

Starting Commercial Rations 

The dealer may go farther and rec- 
ommend a commercial ration, with lo- 
cal evidence to prove the good results 
obtained by a few local feeders, but 
anyway he starts a conversation which 
continues until he has found out most 
of Mr. Blank’s feeding problems, and, 
in the future, when he happens to run 
across such news as he thinks Mr. 
Blank will be interested in, he tells 
him about it. Thus he gains not only 
a steady customer but builds up con- 
fidence in himself and his business 
which otherwise he could not have ob- 
tained. 

When this feed dealer gets ready to 
talk the economy of a cash basis for 
his business, Mr. Blank is more willing 
to listen to him because of the mutual 
trust which has been built up between 
himself and his feed man. 

There are no limits to the extent of 


experiment 
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such a service. The feed man may 
gather his material from all parts of 
the country, for instance, the Chicago 
Daily Drovers’ Journal conducts a 
column that is entirely devoted to feeds 
and feeding. In the copy that happens 
to be at hand at this moment a few 
pointers are given on cali feeding. 

Three good concentrate rations for 
the skim milk calf are, it is stated; first, 
corn 3 parts, oats 3 parts, wheat bran 
1 part, and linseed meal 1 part; second, 
equal narts ef oats, bran, corn or 
ground Larley, and third, oats 5 parts, 
corn 1 part, bran 3 parts aid linseed 
meal 1 part. 

Or again, a news clipping setting 
forth recent findings of the agricul- 
tural experiment station at Madison, 
Wisconsin, might contain information 
which would be of interest to his cus- 
tomers. 

“Linseed meal,” the article states, 
“and cottonseed meal are the two most 
popular protein-rich supplements used 
in balancing rations for fattening cat- 
tle. Feeding the two together in equal 
parts to cattle receiving corn grain, 
corn silage and legume hay. in addition 
and averaging the results for two years 
the feeding value of the combination 
was found to have been worth $53.26 
a ton in comparison with linseed meal 
as the only supplement at an average 
price of $51.02 a ton.” 

Thus, by watching the farm news 
in the farm magazines and in the news- 
papers—most daily papers and many 
weekly papers in rural communities run 
columns which carry important articles 
upon the subject of feeds and feeding— 
the feed man can keep himself supplied 
with daily hints for his customers and 
by giving aid and advice where such 
are needed the feed man can build up 
a service which will gain him reputa- 
tion and trade with the farmers. They 
will look upon him as a friend and ad- 
visor, and, therefore, will give him 
their business. 


GEO. K. KNOWLES, Milwaukee, 
Wis., local manager of Pynchon & Co., 
died recently of pneumonia. 


GULLICK OLSON, Clyde, Wis., 
one of the last operators of a water 
power mill in southern Wisconsin, died 
recently. 
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Do business with just one-third the capital 


You order only a single carload 
but you fill all your flour and feed needs 


through the new Gold Medal ‘‘Mixed-Car’’ Plan 


—and make more money 


Take advantage of this 
new way of purchasing 
all your mill feeds, 
manufactured feeds, 
and flour in a single 
car, and two thirds of 
the capital you used for your flour and 
feed business last year can either be 
left in the bank to draw interest or 
can be invested in some other pro- 
ductive enterprise. 


Dealers who are ordering Gold 
Medal Feeds and Flour in this new 
way areenthusiastic. They say that 
it not only conserves their capital, 
but has trebled their stock turn- 
over, kept their stock fresh and 
clean, cut down warehouse space, 
and reduced costly inventories. 


In addition they say that the famous 
Gold Medal Line of Poultry Feeds, 
Mashes, and Dairy Rations are 
as eagerly accepted by their cus- 


Here’s How You Make 
More Money 
Gold Medal Three-In-One Service 
gives you the opportunity of stock- 
ing IN ONE CAR the most com- 
plete line of flour and feeds ever 
offered. 
Under the Old System You 
Invested 
1 Car Manufactured Feeds $1,000 
Cer Feed.......... 650 
(Approximately) $3,150 


Under the Gold Medal Plan 
ou Will Invest. 
Manufactured Feeds 
Total $1,050 
(Approximately) 
Egg Mashes and Dairy 
Rations Are Still 
Going Strong 


Our continuous national advertising 
on these bigger profit-producing feeds 
has resulted in a big demand for them 
this season. Your customers know 
about them and look to you to sup- 
ply them. Now is the time to take 
advantage of this demand. There 
are 65 different Gold Medal ‘‘Tested’”’ 
Feeds—a feed for every feeding pur- 


tomers as Gold Medal “Kitchen 
tested’? Flour—which, of course, is 
undoubtedly the fastest selling flour 
in America today. 


Gold Medal ‘‘Tested”’ Feeds are not 
only feeds of the highest possible 
quality, but they are guaranteed to 
give your customers entire satisfac- 
tion. If any sack of these feeds 
proves unsatisfactory the custom- 
er’s money is refunded without 
question. They build business for 
you because they are scientifically 
made to produce best results at 
lowest cost. 


If you want full details of the Gold 
Medal ‘‘Mixed-Car’”’ Plan by which 
one dollar of your capital does the 
work of three, see our salesman, or 
write us direct. 


Washburn Crosby Company 
DEPT. B-4 
Minneapolis, Minn. Kansas City, Mo. 


MEDAL 


PouLtry FEEDS, MASHES ano DAIRY RATIONS 
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James Vint Urges Keeping Pace 
With Business Changes 


Addresses Large Gathering Of Dealers At Wausau District Meeting 
Other Speakers§Contribute Zest To Program With Practical Talks 


Co-operative Elevator Co., Union 
Grove, Wis., Commissioner of 
Markets for the state of Wisconsin, 
with headquarters at Madison and 
treasurer of the Central Retail Feed 
Association, was the principal speaker 
at the second reg- 
ular meeting of 
the Wausau Dis- 
trict Dealers’ Club 
of the Central Re- 
tail Feed Associa- 
tion, which was 
held in the Wau- 
sau Hotel, Wau- 
sau, Wis., Friday 
evening, Dec. 2. 
There were 46 men present at the 
dinner which preceded the meeting and 
the Wausau District Dealers’ Club is 
now the largest organization affiliated 
with the Central Retail Feed Associa- 
tion with almost 100 per cent of its 
active dealers enrolled as paid mem- 
bers of the parent group. 
Feed Store Play Featured 
Other speakers at the meeting in- 
cluded A. J. Kujawa, Rudolph; David 
K. Steenbergh, secretary of the Cen- 
tral Retail Feed Association and man- 
aging editor of The Feed Bag, Mil- 
waukee; Philip Menzner, Marathon; 
H. O. Weldon, Birnamwood; D. W. 
McKercher, director of the Central 
Retail Feed Association, Wisconsin 
Rapids; Ollie Scklem, Rosholt; George 
W. Schlegel, vice-president of the Cen- 
tral Retail Feed Association, Athens; 
and C. S. Dernbach, Wausau. Lively 
discussions followed each address. 
“From Breaking Even to Breaking 
Records,” a two-act playlet, was pre- 
sented through the courtesy of the Pu- 
rina Mills, St. Louis. The play pre- 
sents Sam Sackrider’s feed store and 
was originally staged at the second an- 
nual convention of the Central Retail 
Feed Association which was held at 
Milwaukee, July, 1927. Characters of 
the play were Sam Sackrider, imper- 
sonated by Fred Merrill, Stevens 
Point; Sam’s boyhood friend, Tom 
Thoroughman, Forest Secor, Milwau- 
kee; and Dave, delivery boy at Sam 
Sackrider’s feed store, David K. Steen- 
bergh. 
Arrangements for the evening were 
admirably handled by Chairman O. M. 


J coon H. VINT, of the Farmers’ 


James H. Vint 


Burg and Secretary H. H. Humphrey, 
both of Wausau. The Wausau Dist- 
rict Dealers’ Club has made it a rule 
to elect new officers for each meeting 
and dealers elected to take charge of 
the next session to be held at Stevens 
Point with a date tentatively set as the 
second or third Friday of May, 1928, 
are A. J. Kujawa, Rudolph, chairman 
and H. E. Pagel, Stevens Point, sec- 
retary. 

The subject of Commissioner Vint's 
address was “Factors of Success in the 
Feed Business” and perhaps the great- 
est factor which he emphasized was the 
necessity of dealers keeping pace with 
business changes in all industries as 
well as his own. 

Business Constantly Changing 

“When this country started,’ Mr. 
Vint said, “practically all work was 
done by hand and on a small scale. 
With the harnessing of steam, facto- 
ries supplanted the hand workers. We 
are now experiencing the biggest 
change of all and one which was made 
a necessity by strenuous competitive 
conditions—the merger of factories 
into manufacturing trusts and’the mer- 
ger of retail outlets into big chain store 
organizations.” 

Treasurer Vint cited a number of 
examples to prove his various state- 
ments pointing to the evolution of 
the old time apothecary shop into the 


DISTRICT MEETINGS 


The Sparta-Tomah District Dealers’ 
Club of the Central Retail Feed Asso- 
ciation meeting which was scheduled to 
have been held at Sparta, Wis., Decem- 
ber 14, was indefinitely postponed be- 
cause of a snow storm which blocked 
the roads in that territory. The storm 
descended on the Northwest,- Wednes- 
day, December 7, and according to re- 
ports from Minneapolis was the worst 
experienced in more than five years. In 
view of the fact that weather condi- 
tions, especially in northern Wisconsin, 
will be very uncertain during the next 
few months, the executive committee 
of the Central Retail Feed Association 
has decided to postpone further dist- 
rict meetings until spring. The first 
meetings to be held when local organi- 
zation work is resumed will be sched- 
uled in southern Wisconsin and north- 
ern Illinois. 
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present drug store and the competition 
which has permitted mail order houses 
to build retail organizations in order 
to keep getting a good share of the 
consumer’s dollar. “The feed dealer,” 
Mr. Vint said, “is better able to fight 
chain stores than any other trade. 
Chain Store Competition 

“What brings chain store competi- 
tion? I'll tell you. It is one of two 
things. First, if you have a big trade 
and are making big profits chain stores 
will organize to 
take the profits 
away from you. 
Second, if you are 
inefficient in hand- 
ling your business 
chain stores’ will 
come in and take 
away what business 
you do have and 
create an even 
bigger business with efficient 
methods. Individual contact, that is 
the acquaintance or friendship between 
the dealer and the farmer, is the feed 
dealer’s best asset in meeting chain 
store competition. If this contact is 
sufficiently strong, chain store compe- 
tition will never come in and if it does 
start will never last. 

“The strength of this individual 
contact most often depends on what 
real service the dealer is able to ren- 
Ger the farmer. Dealers should equip 
themselves to render service. They 
should know what they have to sell 
and what their customers need. They 
should know what home grown feeds 
each farmer has and what supplements 
or commercial feeds to recommend for 
feeding with various home rations. You 
can’t sell anything to anybody and 
build a permanent business thereby if 
the product you sell loses money for 
the purchaser and it should therefore 
be part of the feed dealer’s business to 
help each farmer make money using 
his home grown feeds and the feeds 
which the dealer sells him.” 

Box Car Competition 

Secretary Steenbergh next spoke on 
the subject “How Organization Helps 
the Retail Feed Dealer’. He explained 
the objects and the work of the Cen- 
tral Retail Feed Association and fol- 
lowing the talk received several ap- 
plications for membership in the or- 


A. J. Kujawa 
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ganization from dealers who were 
present at the meeting. 

A. J. Kujawa and Philip Menzner 
each spoke briefly on meeting box car 
competition. Mr. Kujawa_ stressed 
disadvantages which the box car dis- 
tributor has as compared with the 
dealer in that he cannot keep his trade 
permanently supplied and that farmers 
who depend upon box car distributors 
sometimes lose all they believe they are 
saving by buying from box car distri- 
bution because of the fact that they 
underfeed while waiting for replace- 
ment shipments. He suggested that 
dealers offer special prices to farmers 
who will buy feed for cash out of the 
car as a means of meeting this illegit- 
imate competition and that through 


Bach sack stands the INSTITUTION 


the association an educational cam- 
paign be conducted to educate farmer 
organizations, rural workers and feed 
manufacturers and jobbers to the evils 
of box car distribution methods. 

Vice President George A. Schlegel 
concluded the program with a talk on 
the cost of selling feed. He said that 
ene of the worst evils of the feed busi- 
ness was the fact that too many deal- 
ers bid for the business of their cus- 
temers and are anxious to make a sale 
and take business away from their 
competitors regardless of whether or 
not they make a profit. 

“As a manager of the feed store at 
Athens,” he said. “I always figure to 
make at least 10 per cent gross profit 
on all feed stuffs and 20 per cent on 


asa FULL GUARANTEE 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
‘‘better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 


told through farm papers and by. radio to feeders in the 
Middle West and Northwest. 


Ask an International Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


sel) INTERNATIONAL 


SUGARED FEEDS FO? GREATER PROFITS 


Memphis, Tennessee 
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the small allied products we handle. L 
do not believe in sales and we never 
hoid any. Dealers who hold sales only 
stock up their customers with feed at 
low prices and thereafter are compeiled 
to sit idle and profitless during the 
season which should ordinarily be busy 
and profitable. We follow the market 
in setting all our prices.” 

Director Schlegel quoted some fig- 
ures from the 1926 report of his com- 
pany showing his total sales, gross 
profit and net profit as examples to 
support his contentions. 

Among Dealers Present 

The following persons were among 
those present at the meeting: 

L. Arentsen and Harold H. Huseby. 
Arentsen Elevator Co., Aniwa; George 
A. Schlegel, Athens Co-operative Pro- 
duce Co., Athens; P. S. Gatz and H. 
O. Weldon, Builders Service Co., Bir- 
namwood; Wm. T. Schulz and S. A. 
LaViolette, Northern Milling Co., 
Clintonville; James M. Bailey, Elder- 
on; T. H. Buntrock and H. F. Zare- 
nig, Farmers’ Milling Co., Embarrass: 
james H. Vint, Commissioner of Mar- 
kets, Madison; Paul Rajek, Marathon 
Elevator, Marathon; Edward A. Sippl, 
Marathon Farmers’ Produce Co., Mar- 
athon; Philip Menzner, Menzner Lum- 
ber & Supply Co., Marathon; John 
Lorrig, John Lorrig & Co., Mattoon; 
Forest Secor, Purina Mills, Milwau- 
kee; David K. Steenbergh, The Feed 
Bag, Milwaukee; J. E. Zaska, Ladish 
Milling Co., Milwaukee; F. Schock. 
Schock & Lindner, Mosinee; M. S. 
Colrud, Rosholt; O. Scklem, Rosholt 
Co-op Co., Rosholt; A. J. Kujawa, The 
Kujawa Co., Rudolph. 

H. L. Gueller, Northern Milling Co., 
Shawano; Fred B. Merrill, Purina 
Mills, Stevens Point; H. E. Pagel, Pa- 
gel Milling Co., Stevens Point; G. S. 


Klemme, H. S. Klemme & Son, Strat-: 


ford; Paul Glowacki, Thorp Produce 
Co., Thorp; H. A. Atcherson, H. A. 
& R. M. Atcherson, Tomahawk; Art 
A. Searl and Robt. O. Whipple, Art 
A. Searl Co., Tomahawk; C. Dodge 
and W. E. Dodge, Cereal Mills Co., 
Wausau; C. S. Dernbach, Wausau; O. 
M. Burg, R. H. Cook and E. L. Whit- 
more, Cloverbelt Seedsmen, Wausau: 
F. E. Bradbury, Charles Feathers, C. 
H. Hooker, F. Hunter, H. H. Humph- 
rey and John R. Jirovec, Northern 
Milling Co., Wausau; O. Marquardt, 
Wausau Farmers’ Produce Co., Wau- 
sau; D. W. McKercher, McKercher 
Milling Co., Wisconsin Rapids. 


MADISON SEED CO., INC., Ma- 
nitowoc, Wis., has incorporated with a 
capitalization of $50,000. The incorpo- 


rators are H. L. Vettin, Albert Outt-: 


man and Fred L. Alter. 
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Route System Stzmulates Business 
In Dealer’s ‘Territory 


Gains Customers, Increases Profits And Keeps A Man On His Toes 
Globe Milling Co. Tries Plan And Realizes Its Many Advantages 


ing on their farmer customers 

at random, or, as in too many 
cases, not at all, will profit by estab- 
lishing routes through their territory 
and making the rounds over them reg- 
warly. 

The Globe Milling Co., Watertown, 
Wis., has started the system and after 
the first two weeks it was in operation 
had sold 75 per cent of the farmers on 
one route, booked its old customers far 
ahead on feeds, and gained more than 
ten new buyers. 

Start With One Route 

Dealers who wish to follow a similar 
method should first study their terri- 
tory. The routes ought to lead over 
roads which are inhabited by the great- 
est number of farmers. The Globe 
Milling Co. started with one route and 
Sidney Northrop, assistant manager, 
advises other dealers to, follow a sim- 
ilar procedure. Results obtained from 
the original route will tell a dealer 
whether it will be profitable for him 
to establish others leading from his 
store. 

The Globe Milling Company’s first 
route started from the home office 
down a main highway one mile south- 
east, then six miles south, northwest 
one mile, and northward back to the 
office for six miles, including in all 14 
miles. 

Learn Sales Possibilities 

One of the first steps after starting 
a feed route is to secure data on the 
farmers visited. Number of cows, 
chickens and hogs owned by each 
farmer should be on record at the 
dealer’s office. The Globe Milling Co., 
in its random soliciting had obtained 
the data before it started the route 
system but suggests that if dealers do 
not have it they should make an ad- 
vance canvass and get the facts cold 
handed by asking for them. 

Tact in getting information of this 
nature should be used. A friendly call, 
a talk on the weather and various sub- 
jects of the day can be mixed in with 
cuestions for getting the information 
wanted. Conversation with a farmer 
can be so well handled that he will 
give the data without knowing that he 
has done it. In the advance canvass, 
the dealer may also say that he is going 


Fi: dealers who have been call- 


to establish a route and make regular 
calls and deliveries of feeds and he may 
also ask the farmer what he thinks 
of such a plan. 
Key Feeders Important 

Key feeders, those who are already 
vsing products sold by the store, should 
be included on the route. Their neigh- 


Map Showing 


Typical Sales Routes 


bors, in most cases, have been keeping 
one eye on them and they are wise to 
the results obtained from the dealer’s 
brands of feed. If the key feeders have 
been successful a little sales talk, reg- 
ularly directed, will put the neighbors 
on the customer list. This was found 
true by. the Globe Milling Co. Three 
key feeders were included on the route 
and evidences of the results of their 
feeding were used as a wedge by the 
firm’s salesman. On his first day over 
the route he sold a large majority of 
these key feeder neighbors. And they. 
were new. customers. 
Mr. Northrop advises dealers to fol- 
low the rural mail routes closely in es- 
tablishing their circuits because it will 
help them in advertising. Circular let- 
ters may be concentrated on one route 
and addressed according to mail boxes 
and complete coverage is aSsured. The 
rural route, as laid out by the govern- 
ment, usually reaches the greatest num- 
ber of farmers in the shortest distance. 
Results Practically Assured 
After the route is planned the sales- 
man—service man of the firm, or the 
dealer himself, begins making the 
rounds. The Globe Milling Co. covers 
its route regularly every two weeks 
and it is the regularity that counts. A 
truck scooting over the roads at regu- 
lar intervals, the continued calls of the 
salesman, comments of neighbors who 
have been sold and are succeeding with 
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the feeds, and newspaper and direct 
mail advertising concentrated on the 
route all co-operate to make a strong 
sales appeal. Sooner or later practical- 
ly every farmer along the route will 
be stocked with the dealer’s brand of 
feed. 

Within a short time the Globe Mill- 
ing Co. plans to give delivery service 
to the farmers. A heavily laden two 
ton truck will leave the warehouse 
every morning .to fill the orders that 
the salesman has turned in. There are 
many advantages in the delivery plan. 
Ii increases volume. Many farmers 
come to dealer’s stores with touring 
cars. They have the dealer chuck a 
few bags of feed in the back seat, and 
they drive home. Perhaps a large order 
would have been taken, but the farmer 
couldn’t transport it all at once. With 
delivery to the door promised a farmer 
will not hesitate to order in one and 
two ton lots. The truck can be painted 
with the firm’s advertising and will 
work for more sales through sugges- 
tion. 

Competition Is Overcome 

Competition is also overcome by the 


‘route plan. The Globe Milling Co. 


keeps its feeders booked for 60 days 
ahead by the “due bill’ method. The 
salesman calls on a farmer and gives 
kim ton lot prices providing that he 
will take his order out within 60 days 
and pay 50 cents a ton for storage. The 
saving appeals to the farmer and it is 
an easy matter to sell him. Competi- 
tion is thereby cut down, for a compe- 
titive salesman who comes into the 
territory finds all of the farmers booked 
ahead and well stocked. 

Customers along the route are in- 
structed by the salesman to keep rec- 
ords. The farmer, in this way, may 
observe with his own figures whether 
he is making a profit by feeding the 
dealer’s products. Results of these rec- 
ords, known as local evidence, are kept 
on file at the dealer’s office. They are 
used by the salesman for convincing 
arguments to sell the neighbors of the 
customer-feeders. Local evidence is 
one of the greatest sales wedges that 
is at the disposal of the Globe Mill- 
ing Co. Mr. Northrop urges all deal- 
ers who establish a route system to 
keep records among all of their feeders. 


Page Seventeen 


4 
i 
{ 


| : 
‘ 
| 
j 
i 
. 
< 
2 
< 
=. 
j 
~ 
Se, 
SEs, { 
: 
{ Z 
| 
j 
4 5 
| 
ay 


These can be advertised in the local 
paper or the route can be blanketed 
with direct letters or reprints. 

Use of Local Evidence 

A record which one farmer kept of 
his hogs, and which was advertised, re- 
printed and circulated, gained ten new 
customers for the Globe Milling Co. 
Headlines of the record announced the 
following: 

“$337.68 NET PROFIT ON 25 
HOGS IN SIX MONTHS”. 

The body of the reprints gave exact 
figures of the cost of feed, the gain in 
weight, and the net profit on the hogs 
and in a larger subhead the name of 
the feed used. This farmer had never 
raised a good litter of pigs before and 
his neighbors knew it. When he was 
se successful after using the feed, they 


m 


were convinced, and several of them 
came to the Globe Milling Co. office 
and placed their orders with solicita- 
tion. 

The Globe Milling Co. has discov- 
ered the following advantages in es- 
tablishing a route system. 

Route System Advantages 
1.—It is good advertising. Farmers 
sce the loaded trucks go by their door, 
see the volume of business that is being 
done, and get a good impression of the 
firm. 

2.—It keeps farmers booked ahead 
against competition. 

3.—It holds the old customers and 
adds new ones. 

4.—It saves the farmer time; he takes 
more feed per order, and gives it a fair- 
er trial than by the one and two sack 
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The modern machinery of the Purina 
Mills takes the drudgery of mixing 
feed off thousands of tired backs. 
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method. 

5.—It concentrates a dealer’s solicit- 
ing, makes him get out regularly, and 
keeps him out among his customers. 

Six routes will be established within 
the next few months by the Globe Mill- 
ing Co. and the firm is convinced, from 
the results obtained by operating the 
first, that the plan will pay big divi- 
dends. It has discovered that the best 
way for a feed dealer to obtain more 
sales is to get out after them and it 
has also found that, even in this, it 
pays to have a system. 


FARMERS’ ELEVATOR CO., 
Montevideo, Minn., is building an ad- 
dition to its elevator to house the new 
feed mill which it recently purchased. 


E. H. RUDLOFF, Manson, Ia., has 
purchased the old Farmers’ elevator, 
Steen, Minn., from W. J. Funk. 


SALIX GRAIN & COAL CO., Sa- 
lix, Ia., has incorporated with a capi- 
talization of $10,000. The officers are 
P. J. Brechtel, president, and W. J. 
Baak, secretary. This company purch- 
ased the old Nye & Jenks elevator. 


GRIFFITH LUMBER CO., Still- 
man Valley, Ill., purchased and is now 
operating the elevator formerly owned 
by the Armour Grain Co. Joseph Sau- 
mon is the new manager. 


EAGLE ROLLER CO,, 
New Ulm, Minn., is building a large 
feed warehouse with a 54x110 foot con- 
crete foundation and a 60 car capacity. 


WERTZ SEED CO., Sioux City, 
Ia., has increased its capitalization 
from $125,000 to $500,000. 


J. W. JUNG SEED CO., Randolph, 
Wis., has moved into its recently com- 
pleted warehouse. 


BROTHERTOWN FEED & 
GRIST MILL, Brothertown, Wis., 
was opened for business Dec. 5. A. M. 
Kissinger is the proprietor. — 


BUYS NEW EQUIPMENT 

Consolidated Milling, Elevator & 
Power Co., Chippewa Falls, Wis., is 
one of the old time milling companies 
in the state having been erected about 
50 years ago. Recently a new water 
wheel and feed mill were installed and 
the plant is now operating again mak- 
ing buckwheat, rye and graham flour. 
It is under the management of Ed- 
ward DeLong who has dealt with the 
farmers in that district for more than 
20 years. 
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This Series Of Collection Letters 
Will Move Slow Pays 


Keep After Them With Notices Like These And You'll Get Your Money 
Don't Wait For Accounts To Grow Old Before 


dealer encounters a shylock who 

exacts his toll in the shape of an 
unpaid and very much overdue ac- 
count, which, but for the pleading 
Portia of a corking collection system, 
might have lost the pound of flesh, and 
another bad account been charged off 
to profit and loss. 

Prompt collections depend upon, 
first, careful credit granting and sec- 
ondly, upon an efficient system for 
following up slow pay accounts, and 
thirdly, upon a rigid insistence upon 
“terms” being respected. 


F ext: now and then the feed 


Barometer of Profits 

Increased collections are the real 
barometer of profits of any business, 
and it is not good credit management 
when an open account runs below 40 
per cent in payments and it is cause 
tor worry if it does not run over 50 
per cent. Collections can be “speeded 
up” through tact, courtesy and persist- 
ency in getting after delinquent ac- 
counts the minute their heads bob 
above the waters of “not paid on due 
date”. 

Many dealers let their accounts run 
too long, and then suddenly wake up 
to the realization that their best col- 
lection efforts are completely baffled 
and results in the form of incoming 
checks barren and fruitless. But by 
prodding delinquent accounts by means 
of a persistent follow-up which never 
lets an account get cold on the books; 
the honest debtor can be warmed up 
to paying his account. 


Continuity Gets Results 

This system of continuous nagging 
in a friendly vein gets its psychological 
reaction in the form of payments in full 
or on account. And there is no use 
getting “hard-boiled” about it, or in 
dipping your pen in vinegar when you 
pen that next collection letter, since 
such a method not only fails to bag 
the needy coin, but it loses many an 
otherwise perfectly good account. 

A regular series of result-tested tet- 
ters and methods is also preferable to 
continuous searching for an ideal col- 
lection letter. Such a series used by a 
feed dealer recently is here presented. 
It features the trip-hammer method of 
extracting checks, cash in hand, or defi- 
nite promises to pay, by repeated mail- 
ings every ten days until the account 


is heard from, and so brings home the 
bacon without resorting to legal ac- 
tion or other unnecessary expense, or 
turning the account over to a collection 
agency. 
Sample Printed Reminders 

These seven holy apostles preach an 
unmistakable sermon, and the debtor 
is quick to sense their significance. Con- 
sequently, results begin to arrive any- 
where along the line as the ten-day 
intervals elapse in quick succession, 
and when the last letter of this series 
is ready to go out the rank of debtors 
are pretty well thinned out, and as for 
the remaining sinners, they might as 
well be turned out of the temple of 
your trust. ; 

The first series is a mild type of 
printed reminder: 


BLANK FEED STORE 


PAYMENT Acct. No. 756 
PAST DUE 

To 


According to our records your ac- 
count is now past due. You should 
send in your check promptly to pre- 
serve your good credit standing, or ex- 
plain the delinquency. Kindly look 
after this at once. 

Blank Feed Store 


This printed form is filled out in du- 
plicate on the typewriter, and the orig- 
inal sent out with the first statement of 
account as soon as it shows up delin- 
quent. If nothing happens, in ten days 
the duplicate copy of this slip auto- 
matically turns up to remind the dealer 
to send out his form No. 2, which is 
another printed form, thus: 


TWO REMINDERS 
That Your Account is Now Boil- 
ing Over! And your co-operation 
in paying up now will assist in re- 
instating your account among the 
prompt pays. 
A Duplicate Of Your Last State- 
ment of Account is also enclosed 
to remind you of the exact amount 
now due. 
Kindly send in your check by re- 
turn mail and greatly oblige. 
Blank Feed Store 
Sending Check for Signature 
If nothing is heard from the debtor 
in the next ten days out goes Form 
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You Start Cleaning Up 


No. 3, which is another printed re- 
minder, and includes a blank check, 
dated and made payable to the Blank 
Feed Store in the amount actually due, 
so that all the delinquent has to do is 
to fill in the name of his bank and sign 
the check: 


IF YOU HAVE MAILED 
YOUR CHECK, THROW 
THIS AWAY 
But If You Haven’t—Just Fill In 
and Sign the Enclosed Check and 
Drop it in the Nearest Letter Box 

TODAY. 
Blank Feed Store 

On the left of this form is a picture 
ot a letter box, on the right is a pic- 
ture of a waste basket, with a red 
arrow leading to it from the heading, 
“throw this away”. Red lightning, dart- 
ing out of black clouds under the read- 
ing matter “letter box today” on the 
center of the form, is flashed to the 
left end and in the direction of the 
letter box. 

Illustrations Get Results 

It has been well said that a good 
picture is worth 10,000 words and this 
graphic reminder certainly proves very 
effective. Illustrated requests for pay- 
ment of overdue accounts, like this one, 
lend a friendly touch to dunning meth- 
ods, and get under the skin quicker 
than just an ordinary drab mimeo- 
graph, multigraph or printed form, no 
niatter how cleverly it is worded. 

But if nothing happens in the next 
ten days, personally typewritten let-, 
ters are then used, as printed forms are 
no longer of value, and this letter goes 
out: 

“For some reason or other, pos- 
sibly because apples first grew on 
trees, our ledgers have developed 
into a roesting place for bills. We 
have a number of Little Bills, Big 
Bills, New Bills, Long Bills, Short 
Bills, Old Bills and Young Bills 
on our books. 

“These bills apparently have just 
naturally accumulated, and while 
they do not represent anything to 
actually worry about, I feel that 
they should all be attended to be- 
fore they all get to be nothing but 
OLD BILLS. 

“One of these bills is yours! 
“Why not send us some green and 
gold bills in Uncle Sam’s currency 
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for this Old Bill and help us clean 

up the roost? We'd surely appre- 

ciate it! May we count on you— 

by return mail, please?” 

The “Pin” Letter 
If no results follow from this letter, 

the “pin” letter is now used to prick 
them into action, 

Here is ‘The Magic Pin’ 

“Looks like the common househo!d 

variety, but it can work wonders. 

And here’s how— 

“Business is an exchange of com- 

modities. Money is a medium of 

exchange. A check is a convenient 

method of transferring money. 

“You owe us some money. Here 

is your bill—also a blank check, 


filled out, dated and everything. 
All you have to do it to sign your 
name and fill in the name of your 
bank— 
“Then take out this Magic Pin— 
(pinned here lengthwise) 
“And pin them all together, and 
drop them into the nearest letter 
box. That will not only put you 
at ease, but it will also put us out 
of our misery.” 
Hard Nuts to Crack 
Meanwhile, results are of course 
flowing into the till, and the reminders 
alone have been known to collect as 
high as 50 per cent of all outstanding 
accounts, because they had only to be 
“reminded”, while the remainder 


Insuring [he Year's Profits 


take of business life. 


fit on the year’s business. 


q Making a profit on the year’s business is the first pur- 
pose of every feed merchant. 


G The money profit is pleasant to consider, but there are few 
feed merchants who strive for the money alone. 


@ They like the game, the matching of wits, the give and 


q Also, they like to feel that they are performing a worthy 
service in the community. Rarely does a man make money 
for himself without making money for his customers. 


@ Said another way: It usually follows that when a man 
sells merchandise that gives pleasure and profit to his cus- 
tomers, he makes money for himself. 


Q Unicorn Feeds prove profitable to the farmer 
{ who buys them. His good-will and steady 
trade go to the feed merchant who sells him. 
q During 1928, as in previous years, the feed merchant who 
handles Unicorn Feeds may feel fairly certain of a fair pro- 


q There is no form of profit-insurance like that of selling 
your customers a feed on which they will surely make a profit. 


CHAPIN & COMPANY 


327 South La Salle Street 
Chicago, III. 
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needed “nagging”, and so the first let- 
ter woke them up and bagged 15 per 
cent more while the second letter cor- 
raled 10 per cent additional. Since the 
balance not responding are hard nuts 
to crack, the remaining two letters of 
this series now tighten up their grip 
on the customer’s pursestrings: 
“Gladstone said he never could do 
a thing until he had to. Some 
debtors can’t see their way clear 
to pay their debts until they must. 
“You have not paid your account, 
nor advised me when you could 
pay it, in spite of three reminders 
and two personal letters. 
“Now your credit standing will be 
seriously impaired unless you send 
us your check by the 15th. I’m 
not going to write any more let- 
ters, or send you any more re- 
minders—the 15th is absolutely the 
deadline.” 

Naturally, the dealer is now nearing 
the end of his rope, and if the debtor 
does not now pay up, he takes just one 
more long, last and final chance with 
this letter: 

“Let’s sit down and talk this thing 
over, man fashion. You, no doubt, 
want to pay us and we want to 
see you get this account out of the 
way. You have other obligations 
no doubt. You can’t pay them all 
at once. But we can help you pay 
this off. Let's get together and 
discuss the matter. 

“But I want action this time. If 
you don’t come in or reply to this 
letter, as you have failed in the 
past and ignored all of my friendly 
importunities, I’m going to file suit 
on the 30th and obtain a judgment 
against you. 

“Surely you don’t want this sword 
suspended over your head? Then 
why not come in and let’s talk this 
thing over in a friendly way while 
yet there is time. 

waiting—until the 30th.” 

Naturally, this is the straw that 
breaks the camel’s back, and into suit 
the account goes if the debtor is worth 
it, and a judgment is obtained. If not 
worth a judgment, the account is 
turned over to one collection agency 
after another to hound him to death. 


FARMERS’ ELEVATOR CO., 
Okawville, Ill., is building an addition 
to its elevator for storage purposes. 


MAX BAKER, Milmine, III, has. 
been appointed manager of the West 
End elevator. 


D. H. DOEDEN, Hinckley, IIl., is 
equipping one of his elevators for use: 
as a feed mill. 
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Mixing With 


Business Pals 


Yields Many Ideas 


AM HILMAN, of the Central 
S Feed Store, Boulder, Colo., be- 

lieves in mixing with his business 
friends. 

He gets among them, he explains— 
and, as he goes around with them 
“cooks up” partnership enterprises. 

He says there have been dozens of 
such profitable mutual enterprises. 

“There’s Bob McIntyre, the hard- 
ware man,’ Mr. Hilman says. “In 
talking advertising over with Bill, he 
told me how he gets the names of all 
newcomers to town, and writes them 
a letter or sends a solicitor boosting 
his store. I offered to share the cost 
of getting the names with Bob if he 
would Iet me use them too. We now 
go over the list, select names of those 
people living where there are backyard 
chicken-raising facilities, and _ solicit 
them. We get a nice percentage of 
orders. 

Checks Credit Rating 

“Another proof that intimate friends 
among business people can help in a 
score of ways came up just last week. 
Over on the south side we had a cus- 
tomer who owed us quite a bit of 
money. We were all ready to push 
the matter hard. I spoke to John 
Carleton, the department store credit 
man, at the links, and he gave me the 
lowdown. No, this fellow wasn’t about 
to jump town—not by a long shot. 

“He had three farms and a business 
block in the next county, and, though 
temporarily tied up, was as good as 
gold. That is what Carleton told me. 
I am not worrying about the account 
now. 

“Of course, you may say I could 
have obtained the information from the 
debtor. Yes, but the simple thing of 
pressing him might have been enough 
to lose the account. 

“Last fall I joined with Willard Dun- 
gan, the seed man, in a joint circular 
plan. We covered the entire city and 


rural routes. One envelope, one stamp, 


one address, did for both of us. We 
simply included our individual sales let- 
ters. He wrote about seeds. I wrcete 
about feed. That was a logical com- 
bination, but it is seldom worked out, 
because the seed man and the feed 
dealer seldom happen to know each 
other in a friendly way. 
Tact Is Necessary 

“We are using a telephone sales idea 
which Joe Wilson, the men’s furnisher, 
told me about. We completely rear- 
ranged our office two years ago as the 
result of a conversation with business 


friends. 

“There are men, who, although they 
make friends among the business men, 
never develop co-operative ideas. They 
should get the habit. 

“Why, next week, I am going to 
have a Central Feed Store window dis- 
play featuring baby chicks. I’m co- 
operating with another merchant. He 
gives me space for a display, and I am 
repaying with a good turn of another 
sort. 

“There are many pieces of valuable 
information to be obtained for nothing 
from business friends, in pleasant in- 
terchange of information. There are 
numerous acts of accommodation which 
cannot be bought. Many enterprises 
of a mutual nature like the combina- 
tion feed dealer and seed man mailing, 
are easily arranged. 

“However, the attitude should be a 
friendly one. There should be no forc- 
ing of matters for one’s personal special 


Purina Dealers 


benefit. Tact and judgment enter here. 
There is a great deal of co-operation 
which can be carried on with no other 
influence upon the friendship than the 
strengthening of it.” 


J. W. SLEIGHT, Spooner, Wis., has 
taken his son Elwood into partnership 
in the flour and feed business. 


A. B. CLIFFORD, Antigo, Wis., 
has purchased an interest in the grain 
elevator of F. W. Ophoven. The firm 
name has been changed to the Farmers 
Elevator Co. 


R. O. WHIPPLE, Tomahawk, Wis., 
kas purchased an interest in the flour, 
feed, and coal business of Art. A. Searl. 


O. W. MOSHER, New Richmond, 
Wis., president of the New Richmond 
Roller Mills Co., is spending the winter 
in Pasadena, Cal. 


J. H. ETTA & SONS, Loyal, Wis., 
are installing a larger attrition mill in 
order to take care of the increased 
grist business of the firm. 


Are Told How 


To Sell More Feed 


OW to sell more feed. That is 
H what every feed dealer is in- 

terested in and that is what rep- 
resentatives of the Purina Mills, St. 
Louis, told Purina dealers of the Min- 
neapolis division in convention at Min- 
neapolis, December 5 and 6. 

“There is no elevator to elephant 
tonnage,” the Purina dealers were told. 
“Take the steps to bigger profits and 
the things these profits will bring you.” 
And the steps were enumerated as fol- 
lcws: (1) advertising, (2) sales train- 
ing, (3) sales routes, (4) feed lot facts. 

The advertising suggested included 
preparation and use of good mailing 
lists of poultry raisers and live stock 
feeders, painting or marking of feed 
store trucks and buildings so as to 
make chem outstanding among other 
buildings and trucks, merchandising 
window and table displays, local news- 
paper advertisements. The value and 
necessity of sales training was empha- 
sized and dealers were urged to learn 
the simple fundamentals of chicken 
raising and live stock feeding and the 
outstanding sales points of the feeds 
thev handle. 

Many dealers have delivery routes 
but whether they deliver feed to their 
customers or not all Purina dealers 
are urged to establish sales routes. 
Under the sales route system, the feed 
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dealer or his representative calls on 
customers and prospects at regular in- 
tervals each week or month so that 
the customer soon learns to know just 
when to expect the calls. Feed lot 
‘facts gathered from customers who are 
using your feeds to advantage are the 
greatest assets in selling your prospects 
in the same locality. Easy ways of 
obtaining and using feed lot facts or 
local evidence were explained to Pu- 
rina dealers. Increased profits and 
tonnage, it was pointed out, come nat- 
urally as the result of the proper use 
of advertising, sales training, sales 
routes and feed lot facts in selling feed. 

F. S. Gilchrist, sales manager of the 
Minneapolis division of the Purina 
Mills, St. Louis, was in charge of the 
convention which was attended by 
more than 100 dealers cf his division. 
The following Purina executives co- 
operated with Mr. Gilchrist in the pro- 
gram of the convention: J. S. Jones, 
manager of the poultry feed depart- 
ment; E. C. Cherbonnier, manager of 
the dairy feed department; C. E. Mc- 
Cartney, production manager of the- 
Furina Mills at Minneapolis; M. R. 
Porter, manager of the horse feed de- 
partment; Paul Smith, _ statistician; 
Harry Winchester, assistant sales man- 
ager of the Minneapolis division. 
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An example of our New Cutter’s 
popularity: Mr. Walter Nowak of Nowak 
Milling Corp’n., Hammond, Ind., ordered 
a No. 1-B Improved “Eureka” Corn Cutter 
with direct connected Magnetic Separator 
which was shipped early in August. 


De Luxe 
Were ordered Long Distance ‘phone on Sept. 14th. That's the re- 
ception these new “Eureka’s” are getting---because of Accessibility, 
LARGE AREA ONE PIECE SCREEN, Timken Bearings and many 


other superiorities. 
ASK FOR PHOTOS--SERIES F 


HOWES CO., INC. 


SILVER CREEK, N. Y. 


European Branch: 64 MARK LANE, LONDON, ENG. 
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Prepared by the Minneapolis branch 
office Hay, Feed and Seed Division, 
Bureau of Agricultural Economics. 


HE usual holiday dullness per- 

I vaded the feed market for the 

past few weeks and there was 
very little trade activity noted. The 
general demand was slack, but offer- 
ings, on the other hand, were light. 
Had the offerings been more liberal, a 
decline would have readily set in as 
buying support was poor. Mills gen- 
erally have enough shipping directions, 
however, to well take care of the pres- 
ent output and as a result there was 
no important selling pressure on the 
market. 

Although a few cars of bran have 
recently sold down to the $29.00 mark 
at Minneapolis, $29.50 is the general 
asking price at the present writing. 
Pure bran, on the other hand, and es- 
pecially pure bran for strictly Minne- 
apolis delivery, is still tight and com- 
mands a premium of $1.00 to $1.50 per 


ton over the standard price. 

Middlings and the heavy feeds are 
relatively weaker than bran, due in 
part to the recent downward reaction 
in the corn market. Thirty-one dol- 
lars, Chicago basis, is about the best 
bid that is coming in to the Minne- 
apolis market for prompt middlings but 
mills and jobbers for the most part are 
holding their prices 50c-$1.00 over this 
figure. 

The market all the way through is 
largely a nominal one on account of 
the scattered trade, as very little busi- 
ness is actually being written. In case 
a mill or jobber really must sell some 
feed, it has been difficult to secure the 
full quoted price. On the other hand, 
a buyer wanting a specified kind for 
definite shipment finds it exceedingly 
hard to book the trade without paying 
up pretty -well. 

Although indications are for a 
slightly heavier flour production after 
the turn of the year, feed handlers gen- 


erally are expecting a corresponding 
improvement in the demand for feed- 
stuffs. Jobbers and mills in touch with 
northwestern dealers who are buyers 
of mixed car lots, report that the more 
clement weather of the past week has 
enabled feeders to drive in for feed 
supplies and dealers’ stocks are showing 
depletion. Although buying generally 
will undoubtedly be put off until after 
inventory, an improvement from the 
dealer trade is generally expected with 
the turn of the year. 

The one bullish factor that has been 
the principal strengthening influence in 
the feed market for the past several 
months is still present; that is, the ab- 
solute lack of accumulated millfeed 
supplies in storage points. Consump- 
tive requirements during the winter 
months are usually sufficient to not 
alone absorb the mill production but 
in addition large quantities of feed 
that are ordinarily in storage at that 
season of the year. This year it is a 


3 Years Service-N o Repair Expense! 


The following extract from a letter of Harrell Feed & Coal Co., 
Dyersburg, Tennessee, again emphasizes the economy, long life and 
necessity of a “Jay Bee” mill to put you on the road to real mill- 


ing profits. 


“We have had our ‘Jay Bee’ mill now about three years. So far we 
have not been out a penny on it for repairs of any kind, and it seems 
to be in as good condition now as when we bought it, and grinds just 
as fast. We see no reason why our mill should not last practically a 
lifetime, as there is nothing about it to break, wear out or give 
trouble. We have many times gotten pieces of iron and steel in the 
mill, which resulted in seemingly no damage. 

We are exceedingly pleased with our ‘Jay Bee’ and would not think 
of running a feed or grinding business without it. It is without 
doubt the best all around grinder on the market. No one can possi- 
bly make a mistake in buying a ‘Jay Bee.’” 


After 34 Years Says No Mill Like “Jay Bee” 


“During my 34 years’ experience in the milling business, I have run - 
every type of feed grinder including the old stone burrs, top runners, 
rolls, single and double attrition mill and now for the first time in all 
these years we have a real mill (the ‘Jay Bee’) which gives us satis- 
faction in every way. 


“There are a great many ways in which the ‘Jay Bee’ is a decided improvement—no dust, larger capacity,no §§ 
and 


heating, freedom from 
medium, as 


best of all, we can do a real 


as the customer desires.’’— Jacobs Custom Mill, Gambier, Ohio. 


Over 7,500 “Jay Bee’’ mills in daily use. There’s a reason. It is the best ae when the work is done. 


Write for descriptive literature. Sizes and styles to meet every grinding requirement. 
Manufactured by the Bossert Corp., Utica, N. Y., the world’s largest manufacturer of hammer feed mills. 
J.B. SEDBERRY, Inc., 160 Hickory St., Utica, N. Y. 
J.B. SEDBERRY CO., 819 Exchange Ave., Chicago, Ill. 

Jay Bee Sales Co. Bidg., Kansas 


ouse Bidg., 
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custom job of grinding — coarse, fine 
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case of getting supplies direct from 
mill production alone as reserve stocks 
in all sections of the country are down 
te a low level. 

The iinseed meal market has held 
practically unchanged for several weeks 


past. The demand has been of moder- 
ate volume and production has moved 
well into consuming channels. The 
market tone at Minneapolis has been 


slightly easier during the last few days, 
with mills gradually getting caught up 
on old orders. However, there is no 
pressing of sales and quotations for 
the most part are unchanged. 
Cottonseed meal has been very firm, 
showing fractional advances. Good 
amounts: have been booked by central 
western dealers and dairymen and in 
spite of a rather dull demand from 


ACOBSON GRINDERS 


manufacturer. 


have become permanently established with the commercial! feed 
In four short years a national distribution has 
been obtained and the merit of this pulverizer may 
by the fact that 78 of these machines have been installed by 
Minneapolis and St. Paul firms. 


You too will quickly see the economies of operation and main- 
tenance which make it the choice of the experienced miller. 


Write today for full details 


be judged 


1090 Tenth Ave. S. E. 


A. E. Jacobson Machine Works, Inc. 


Minneapolis, Minn. 


WHEAT 


SCREENINGS 


CORN 


OATS 


STRAIGHT CARS 


RYE 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


**FOR BETTER SERVICE’’ 


(We Own And Operate A Mill And Elevator) 
SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 

Get Our Samples and Prices 


MIXED CARS 


MILL FEEDS 


GROUND FEEDS 


EE 


OILMEAL 


FARMERS CHOICE 


SWEET DAIRY FEED 


1614% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 0 
MINNEAPOLIS, MINNESOTA sla 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


000000000000 00000000000 000000000000000000G 


MODERN 


MINNEAPOLIS — MINN. 


eastern territory the market has held 
strong. Exporters have taken moder- 
ate quantities and the amount of cot- 
tonseed meal absorbed as fertilizer dur- 
ing the season 1926-27 was liberal at 
450,000 tons. 

The gluten feed market has held 
practically unchanged for some time. 
The Chicago market has held firm with 
the output moving readily. Smaller 
mills and re-sellers at times were of- 
fering slightly below the larger mills’ 
prices but the general demand has 
been fair and firm quotations have 
generally been maintained. 

Hominy feed has been weak with 
prices tending lower due to the down- 
ward action of the corn market. Of- 
ferings for the most part have been 
light, however, and as a result price 
cuts have not been very drastic, run- 
ning only $1.00-$2.00 during the past 
few weeks. 

Dried beet pulp production has 
shown an increase during the past sea- 
son. Preliminary reports from fac- 
tories indicate an output of 161,000 
tons, compared with 152,000 tons for 
the season 1926-27. Molasses pulp 
shows 187,000 tons compared with 74,- 
000 tons last season. 

Various feeds today, December 27, 
are quoted in straight carlots, f. o. b. 
Minneapolis, as follows: Standard 
bran, $29.00 to $29.50; pure bran, $30.00 


to $30.50; standard middlings, $28.75 
to $29.25; flour middlings, $32.50 to 
$33.50; red dog, $36.50 to $38.00; lin- 


$47.50. 


seed meal, 


FRANK JAEGER MILLING CO., 
Danville, Wis., is replacing its old 
water wheel with a new 40-inch Leffel 
wheel. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


N VALLEY MILLING co. 


WATERPOWER MILLS 
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Company May Refuse An Order 
Accepted By Salesman 


Silence On The Part Of A Firm Does Not Indicate An Acceptance 
Dealer Should Demand Written Notice To Make Sure Of Delivery 


HERE a retail merchant gives 

\ \ an order for gouds through a 

traveling salesinan, which is 
subject to the approval of the latter’s 
firm, the question of whether or not 
the order has been accepted may be 
one of considerable importance. Es- 
pecially may this be true when an 
order is given for future delivery for 
the purpose of having the goods in 
stock upon the opening of a certain 
season. 

It follows, in a situation of this kind, 
the merchant should not rely too much 
on mere silence on the part of the sell- 
ing firm as an acceptance of an order. 
And, if after giving an order no word 
is received from such firm within a 
reasonable time, an inquiry should be 
directed to it concerning the order, and 
a definite acceptance or rejection de- 
manded. 


Silence Not Acceptance 

This is true because mere silence on 
the part of a selling firm may not con- 
stitute an acceptance of an_ order, 
though there is some authority to the 
contrary, and if a merchant is depend- 
ing upon certain shipments he wants 
to know for certain if he may depend 
cv their arrival. The importance of 
some care in cases of this kind may 
be illustrated by the following case. 

In this case the defendants were en- 
gaged in operating a retail store, and 
had for some time been buying goods 
from the plaintiffs who were whole- 
salers. The defendant gave a travel- 
ing salesman in the employ of the 
plaintiff an order for future delivery, 
and gave the matter no further 
thought, evidently taking it for granted 
that the order had been accepted. 

When the season for delivery of the 
gcods so ordered arrived the goods 
were not received, and a dispute over 
the question of whether the order had 
been accepted followed. The plaintiffs 
claimed they had never accepted the 
order, while the defendants contended 
that since the plaintiffs’ salesman re- 
ceived the order, and no more was 
heard from it they had the right to 
assume it would be filled. 


Dealer Brings Suit 
The parties failed to adjust this dis- 
pute, and the plaintiffs brought suit for 


By Leslie Childs 


the balance of another account due 
them. The defendants then filed a 
counter action in which they claimed 
damages for the failure to deliver the 
goods covered by the disputed order. 

Upon the trial of the cause the trial 
court allowed the defendants damages 
in the sum of $137.50 which was de- 
ducted from the account they owed 
the plaintiffs. This was allowed on 
the ground that from al! the circum- 
stances the order for future delivery 
should be held to have been accepted 
by the plaintiff. From this the plain- 
tiffs appealed, and the higher court in 
passing upon the question raised, 
among other things, said: 


Order Held Not Accepted 

“The plaintiffs contend the evidence 
was not sufficient to support the judg- 
nient of the court upon the counter- 
claim of the defendants, and the judg- 
ment should have been for plaintiff for 
the full amount of their account, * * *. 
This court has followed the general 
rule that an order for goods taken by 
a commercial traveler is subject to the 
approval of the house which he rep- 
resents, and that no contract results 
until such order is accepted. * * * 

“The trial court found ‘that the order 
for the future delivery * * * in 
question was given by the defendants 
to the representative of the plaintiffs. 
* * * And that from all of the cir- 
cumstances surrounding the matter, 
said order was accepted by plaintiffs.’ 
Was there evidence to sustain the find- 
ing? We think not. 


Words of the Court 

“View it in its most favorable as- 
pect for defendants, we are unable to 
say there was an acceptance of the 
order for future delivery by the plain- 
t'ffs. * * * The record discloses 
no evidence of an intention on the part 
of plaintiffs to accept the order. Ac- 
knowledgement of the receipt of an 
order and statement that ‘the same 
shall have prompt attention, or prompt 
and careful attention’, has been held 
not to have been an acceptance of the 
ender: 

“We are of opinion there was no 
sufficient basis for the trial court’s con- 
clusion that plaintiffs accepted the 
erder in question. The judgment is 
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reversed and the cause remanded, with 
instructions to render judgment for 
plaintiffs.” 

So that was that, and with the hold- 
ing as announced above, the defend- 
ant’s right ta damages was disallowed 
for the reason that there was no evid- 
ence that their order had been ac- 
cepted. In view of which, the fore- 
going case constitutes a worthwhile 
illustration of the importance of some 
care, in respect to knowing when or- 
ders for future delivery have been ac- 
cepted. Truly, the point may well be 
had in mind by retail merchants in 
general when orders of this kind are 
given. 


A. LEFEBER, one of Milwaukee’s 
veteran feed dealers, has sold his busi- 
ness, located at 74th and National ave- 
nues, and will retire as soon as all mat- 
ters connected with the sale have been 
settled. Mr. LeFeber, who has been 
in the feed and coal business for 25 
years, expects to make his future home 
in Cuba. The new owner will not con- 
duct a feed and coal business. 


REBUILD STERN ELEVATOR 
Bernhard Stern & Sons, Inc., Mil- 
waukee, Wis., owners of the Atlas Ele- 


. vator which burned a year ago, are 


reconstructing the plant. The Donahue- 
Stratton Co. will operate it. 


ROBERT AHLFS, Ladysmith, 
Wis., has sold his share in the Ahlfs 
& Buchholz Co. to his partner, Jim 
Buchholz. 


GRAIN DEALERS’ CONVENTION 

The next annual convention of the 
Grain Dealers’ National Association 
will be held in Boston, Mass., Sep- 
tember 24, 25 and 26. 


DEALER NOW POSTMASTER 

A. E. Marion, Ceylon, Minn., has 
been appointed manager of the Farm- 
ers’ Grain & Seed Co., Lamoni, Ia. He 
succeeds L. G. Kelly who has been ap- 
pointed postmaster. 


E. H. HUIEBREGATE, Monticello, 
la., is erecting a feed mill. 
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Boost The Feed Bag To Firms You Do Business With 


] 

00 

Ration 
58 Dairy Ration = 
0% PROTEIN 
50 
sis HAS STOOD THE TEST 
a Dairymen who are using this feed recom- §4 
Do mend it highly, and we guarantee it to in- aa 
Ge crease the milk flow. rata 
oo oo 

No Sc g r Oat Hulls 

WRITE FOR SAMPLES AND PRICE. 
33 WISCONSIN MILLING COMPANY Wisconsin' 32 
oo WISCONSIN 
oo Oo 
oo00000 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


Fire Prevention Service 


@ Indemnity in various forms can be purchased almost any- 
where but fire prevention service is not necessarily included. 
The man with a going business knows that a fire loss is going 
to cost him over and above his insurance money. These 
consequential losses come out of his own pocket. 


@ Mutual Insurance includes fire prevention service. Itisfor 
the careful man who would avoid the losses incident to a fire 2 
and who wishes his insurance cost predicated on that basis. 


J. J. FITZGERALD, C. R. McCOTTER, 
Secretary-Treasurer Western Mgr. and Asst. Secy. 
810 Guaranty Building 300 Keeline Building 
INDIANAPOLIS, INDIANA OMAHA, NEBRASKA | 
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MINOOK MILLING CO., Varna, 
Ill., bought the old Farmers’ Elevator. 


FRANK BERGMAN, of the Lin- 
seed By-Products Co., Minneapolis, 
reports that his firm has moved offices 
from the old Chamber of Commerce 
building to 917 Metropolitan building. 
The old Chamber of Commerce build- 
ing is being wrecked to permit erection 
of a modern structure which is ex- 
pected to be completed about August, 
1928. The Linseed By-Products Co. 
has arranged to move back into the 
new building at that time. 


F. KERN, Sparta Produce Ex- 
change, Sparta, Wis., director of the 
Central Retail Feed Association, was 
a visitor at Milwaukee last week. 


WILLIAM HERPST, manager of 
the Elmwood Lumber & Grain Co., 
Elmwood, Wis., reports that work has 
been completed on extensive improve- 
ments at the company’s plant. Among 
the improvements is a large new track 


_ warehouse 24’ wide by 70’ long, built 


to take care of the company’s increas- 
iiig feed and flour business. Working 
facilities at the company’s grain eleva- 
tor have also been improved and a new 
coal shed for storage of from 200 to 
250 tons has been erected. 


CORN 


23 te Protein 


Don’t wait until it is too late 
to book your requirements 
of Douglas Feeds. More 
dairymen, every day are 
finding these to be the “‘cow 
feeds that pay.”’ For fur- 
ther information, samples, 
and prices, write us. 


Look for the sign of these good feeds 
at your dealer, or write to 


PENICK & FORD Ltd. Inc. 


MORE MILK 
\ WITH / 
nN 


WM. H. SMITH, Arcola, Ub, 
bought the Harris elevator from -the 
Arcola State Bank. 


POSTEL MILLING CO., Mascou- 
tah, Ill., plan to replace their present 
mill with a new structure. 


FARMINGDALE GRAIN CO.,, 
Farmingdale, Ill., has purchased the 
plant of the Farmers’ Co-operative Co. 


JOSEPH LINDNER, Arlington 
_ Heights, Ill., proprietor of the Arling- 
ton Roller Mills, is building an elevator 
of 5,000 bushel capacity. 


OSCAR SEVOLD, Randall, Ia., has 
been appointed manager of the Farm- 
ers’ Co-operative Grain Co. 


NORTH IOWA GRAIN CO., Ti- 
tonka, Ia., is building a feed mill. The 
company recently purchased an eleva- 
tor at Colo, Ia., and has appointed A. 
Allen as manager. 


CHRIS. H. AHLFS, Raymond, 
Minn., purchased a warehouse from 


the Raymond Farmers’ Elevator Co., 


in which he will install a feed mill. 


NEW KRAUSE PLANT 

Charles A. Krause Milling Co., Mil- 
waukee, Wis., operators of a large feed 
manufacturing plant making dairy, 
poultry, horse, hog and stock feeds, 
and a full line of poultry mashes, have 
resumed production of a line of corn 
specialty products after an interval of 
over three years following the loss of 
their plant by fire. Their new plant is 
of fireproof brick and concrete con- 
struction, 240x60 feet in area and five 
stories high. It is run by electricity 
and is capable of turning out 10,000 
bushels daily. Storage capacity for 
180,000 bushels is provided in ten con- 
crete tanks. Charles A. Krause is 
president and S. H. Werner secretary 
of the company. The new plant was 
designed and equipped by the Allis- 
Chalmers Manufacturing Co. 


STOP! 


LOOK! 


LISTEN! 


quality is concerned. 


have the best quality of CORN this year we 
have handled in many years, all No. 2 so far as 


If you want this kind of corn, place your inquiries 
with us and you will get the best that money can buy. 
Result, satisfied customers and more of them for you. 


Can furnish both corn and oats, straight or bulk-head cars. 


Western Terminal Elevator Co. 
SIOUX CITY, IOWA 


OVER SIXTY-TWO YEARS OF SATISFACTION 


BADGER 


TRADE MARK 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


THE LARGEST SELLER IN WISCONSIN 


<a 


MILWAUKEE 


L. TEWELES SEED CO. 


WISCONSIN 


BLOCKWITZ & UMBREIT, Rip- 
on, Wis., have opened a feed store. 


KEWAUNEE GRAIN CO., Casco, 
Wis., has built an addition on the east 
end of its elevator for a feed mill. 


LADISH-STOPPENBACH_ CO., 
Milwaukee, Wis., has increased its cap- 
italization to $300,000. 


JOHNSON ELEVATOR CO., Lee, 
Ill., is installing a feed grinder and 
building a new office. 


BEN POPKES, Kesley, Ia., has pur- 
chased the Farmers’ Elevator Co., and 
has changed the name of the firm to 
Kesley Elevator Co. 


Bigger Profits 
By Making 


Poultry 
Mashes 


our present volume of 
business may be satis- 
factory, but what about 


profits ) 
Take the first steps to BIG- ® 
GER PROFITS by making 


your own feeds and poultry 
mashes. 


We will send you complete 
information, showing how 
hundreds of mills and eleva- 
tors are profiting by making 
THEIR OWN mashes, and 
using our free dealers’ service. 


Further information free on 
request. 


THE 
Jersee Co. 


DIVISION IV 
Minneapolis, Minn. 


Attach This Coupon to One of 
Your Letter Heads NOW ! 


THE JERSEE CO., Minneapolis, Minn. 
GENTLEMEN: 


Send at once further information 
regarding the mixing of Poultry Mashes. 
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hi Boosi The Feed Bag To Firms You Do Business With 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 
Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


MANUFACTURED BY 
DARLING-&-COMPANY 
UNION STOCK YARDS CHICAGO, ILL. 
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WE SELL DEALERS ONLY 


Queen Wheat Feed 
is a Pure Wheat offal 


and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
or mixed cars with Che- 

: rokee Pure Bran and 
Cherokee Middlings. 


Brun, Scresning» sot excesding mili ren 

— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6%. 
CRUDE FIBRE - - 83% — 


Capital Flour Mills, Inc. 


MINNEAPOLIS, MINN. CORN EXCHANGE 


— Minneapolis, Minnesota 


m WE SELL DEALERS ONLY <—a 


HOUR SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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Testing Of Feed Samples 
Explained By Griem 
(Continued from Page Seven) 


concentrated sulphuric acid is added. 
A crystal of copper sulphate, or blue 
vitriol, about as large as a pea, and a 
tablespoonful of sodium sulphate, Glau- 
ber’s salts, are added to each flask. The 
flasks are heated for a few hours until 
the organic matter is all destroyed. 

Protein contains nitrogen, and this. 
element is fixed in the solution as am- 
monium sulphate. By the addition of 
excess lye, the sulphuric acid is neu- 
tralized, and by boiling, the ammonia 
gas which contains the nitrogen,- is 
liberated. The amount of ammonia 
liberated is determined and calculated 
te protein. Protein contains a definite 
amount of nitrogen or ammonia. 

Disposition of Test Data 

The mixed feeds are then examined, 
and the ingredients claimed to be in 
them are identified. 

The analysis report of each sample 
is sent to the manufacturer, the dealer, 
and the jobber. At the end of the year 
all of the analysis reports are pub- 
lished in the annual feed inspection 
bulletin, which is distributed to all 
dealers, manufacturers, and_ feeders, 
on request, and also to others who 
may be interested. 


HANSON MILLING CO., Ash- 
land, Wis., mill roof was slightly dam- 
aged by a windstorm recently. 


H. A. WILLE, INC., Milwaukee, 
Wis., dealers in flour and feed, have 
moved from 1730 State street to 1117 
Meinecke avenue. 


JOHN MARAK, South Milwaukee, 
Wis., is erecting a feed mill south of 
that city on highway 36 and the Ryan 
road. 


M. J. POWER CO., Marshfield, 
Wis., dealers in poultry feed, is erect- 
ing a new warehouse. 


WHEN TRADING IN 


GRAIN FUTURES 


the 


HADDEN GRAIN CO. 


MILWAUKEE 
Serves the Best 


4 4 YEARS IN THE 
GRAIN TRADE 


at MILWAUKEE 
sme 10 CHAMBER OF 
Broadway COMMERCE 
6 4 2 (Ground Floor) 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


SALESMEN WANTED 


Salesmen Wanted to sell crushed oyster shell 
for poultry. Fine sideline. Liberal commissions 
nromptly. Write U NIVERSALCRUSHED 

HELL CO., Muscatine, Iowa. 


DAIRY FEED SALESMAN WANTED 


Old established feed mill doing business in 
all states east of the Mississippi River has 
extraordinary opportunity for salesman having 
had active and successful experience in the sale 
of dairy and hog feeds. Salesman with estab- 
lished trade or intimate acquaintanceship with 
trade preferred, so if you are now employed 
and wish to better yourself, here is an oppor- 
tunity to get in on the ground floor with one of 
the best feed companies in the U. 8. 

All our salesmen know about this ad, so 
write freely as to experience, what you can do 
and salary expected. Your reply will be kept 
strictly confidential, as we expect many feed 
men now employed will wish to investigate this 
opportunity. Box No. 30-717, 7 So. Dearborn 
St., Chicago, Il. 


Northern Grown 
ALFALFA 
Better Quality 
Northern Hay & Feed Co. 
“For Best Results’’ 


502 Corn Exchange 
Minneapolis Minn. 


FEED MIXER WANTED 

Old established feed mill requires mixer 
thoroughly experienced in manufacturing mo- 
lasses, dairy and horse feed. Excellent oppor- 
tunity for willing worker who has had the right 
kind of experience. Write briefly what you 
have done, where you work, teli us about 
yourself and give references. . 

As the right man for this job is probably now 
employed in some other mill, but desires to 
better himself, we will keep your reply peor | 
confidential. Our mixer, who will be promoted, 
knows about this ad. Box No. 20-717, 7 So. 
Dearborn St., Chicago, Ill. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 


JOHN DEVLIN HAY CO., Inc. 
192 NO. CLARK ST., CHICAGO, ILL. 


Mention The Feed Bag When Writing Advertisers 


Get Parks’ Direct Mill Contracts 


ANYTHING IN THE FEED LINE 


Millfeeds Dried Butter Milk Powdered Skim Milk 
Cottonseed Meal Linseed Meal Bone Meal 
Oyster Shells Screenings Coarse Grains 


J. P. PARKS, Broker 


Direct Manufacturers Representative 
400-401 New England Bidg. KANSAS CITY, MO. 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 
Quality and Service Guaranteed 


S. H. VAN GORDEN & SON, of 
Black River Falls and Alma Center, 
Wis., have purchased the feed business 
of John Michael at Humbird. 


NEW YEAR PARTY 


The bulls and bears of the Milwau- 
kee Chamber of Commerce had their 
annual frolic Saturday afternoon, Dec. 
31, on ‘change. Joe Huml’s famous 
radio band furnished music for dancing 
and a troupe of girls gave a pleasing 
selection of songs and dances. Confetti 
helped to make the party informal. The 
success of the event can be attributed 
to the efforts of a committee including 
M. H. Kleser, chairman: E. S. Terry, 
A. E. Bush, F. J. Phelan and A. L. 
Flanagan. The frolic has been an an- 
nual affair since the Milwaukee grain 
exchange was organized. 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feed Shippers 


HARVARD, ILLINOIS 
PHONES 135 AND 118 


Excellent service, highly reliable; 

Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 

Our motto is: “satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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The Feed Bag Is Your Paper, Help It By Boosting 


Allis-Chalmers 


Vertical Grinder 
WITH 


ENCLOSED 
VENTILATED TYPE 
MOTOR 


Has all of the features of a double head at- 
trition mill in little space and at low cost. 


ALLIS-CHALMERS MFG. CO., Milwaukee, Wis. 


JOOL 
oO OO 
00 oo 
RELIABLE SERVICE! 
00 00 
aa When in the Market for Straight or Mixed Cars a 
oo oo 
55 MILLFEEDS OIL MEAL ae 
ate CRACKED CORN GROUND FEEDS Bo 
GROUND GRAIN or FLAX SCREENINGS 
a0 WHOLE or GROUND MILL OATS a0 
=e WHOLE or GROUND BARLEY a 
FEED GRAINS 
00 
OA GET IN TOUCH WITH BG 
a4 
00 
THE HAERTEL-PHELPS COMPANY 
Go «616 Corn Exchange Bldg. Minneapolis, Minnesota ia 


Pearl Grit: 
Makes Hens Lay 


LESS GRIT TO BUY, MORE EGGS TO SELL 


Because of super-availability and natural balance of 
needed minerals, poultry will eat only about half as 
much PEARL GRIT as of other grits or shells, yet egg 
production will be increased to the maximum. 
MARYLAND POULTRY DEPARTMENT SAYS 
“The Limestone ren consumed 43% less material and laid 20% more eggs.” 
Our enormous advertising program is carrying this message to the poultrymen 
and you should be in position to supply the demand. 
é A YEAR ROUND PRODUCT 
There is a year round demand for PEARL GRIT. During the winter and fall 
laying season, PEARL GRIT is in demand to supply the necessary lime for the 
heavy egg production of this season. During the spring months, there is an 
enormous market for No. 1 PEARL GRIT for baby chicks. Saary peer! 
college and professional poultryman in the country, reeommends No. 1 PEARL 
GRIT to furnish the necessary lime for rapid gain. 
WRITE FOR PRICES 
AND INFORMATION REGARDING PEARL GRIT 


Tt is made in three sizes for laying hens, growing birds and baby chicks. 


THE OHIO MARBLE COMPANY, Piqua, Ohio 
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FARMERS’ ELEVATOR CO., 
Waupun, Wis., has been re-organized, 
and Fred Zimmerman has been ap- 
pointed manager. 


QUAKER OATS CG. has a 7,500,- 
000 candle power beacon on the top 
ci its new elevator at Cedar Rapids, 
Ia. The light revolves three times a 
minute. It is 240 feet from the ground. 


FARMERS’ ELEVATOR, Everly, 
Ia., purchased the mill of the Everly 
Grain Co. from F. F. Ruge who has 
been conducting the business for 25 
years. 


REMBRANDT ELEVATOR CO., 
Rembrandt, Ia., has renewed its articies 
of incorporation for 20 years. 


FRED SWANBERG,  Cokato, 
Minn., has been appointed manager of 
the Equity Elevator Co., to fill the va- 
cancy left by Alfred Jacobson, who has 
been transferred to the South Dakota 
branch. 


HOOSIER MINERAL FEED CO., 
Greenwood, Ind., has opened a new de- 
partment at their factory that will 
carry a full line of feeds for livestock. 
J. R. Riddle has been placed in charge. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
SPECIALIZE IN 
GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


PEARL GRIT 


| Bag Lots -- Ton Lots 


| Dadmun-LaBudde 
| Company 


NORTH MILWAUKEE 
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: “THROW 
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CHARCOAL 
| 
| COD LIVER OL | 
|COLONIAL BUTTER SALT 
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J. P. PARKS, Kansas City, Mo., 
a director of the United States Feed 
Distributors Association and one of 
the best known feed brokers in the 
country, is now sojourning in Cali- 
fornia. 


JOHN R. GONSER, 87, Kutztown, 
Pa., died recently. He was engaged in 
the grain and feed business for many 
years and was identified with many in- 
dustrial enterprises in eastern Penn- 
sylvania. 


RECENT FIRES 

Renville. County Seed House, Oliva, 
Minn. The loss was partially covered 
by insurance. 

Franklin Bliss Corp., Richford, N. 
Y. Mill buildings burned on Nov. 16. 

Henry Speilman Flour & Feed Mill, 
Brighton, Ia. Loss estimated at $20,- 
000. 

West Elevator, Dewey, IIl., owned 
by J. K. Jones. 

Jeffries Bros., Noblesville, Ind. Feed 
mill destroyed. Loss of $15,000 was 
partially covered by insurance. 

C. J. & V. C. Flaig feed mill, Hut- 
chinson, Minn. Totally destroyed and 
no insurance carried. 

County Line Warehouse, Oconto, 
Wis. Loss of $7,000 was partially cov- 
ered by insurance. 


Poultrymen Want 


PILOT BRAND 
Oyster Shell-Flake 


Because— 
It’s the best Crushed. 
Oyster Shell Packed. 


You Want 


PILOT BRAND 
Oyster Shell-Flake 


Because— 
You want to give the 
Poultrymen what they 
want, and 


Because— 


It’sthe advertised brand 
and it’s a sure repeater. 


_|l_ 
PILOT 
OYSTER SHELL 
FLAKE 
Y | yy 

Wee 


OYSTER SHELL PRODUCTS 
CORPORATION 


Shell Building, St. Louis, Mo. 


Greetings 


Now that inventory time is 


over, let us serve you by shipping a _ 
mixed car right out from our mill. We 
were the orginators of 24-hour ser- 
vice and make the same price to mixed 
car buyers-as to straight car buyers. 
Keep your stock moving. Turn it 


over quickly. Do not get a lot of 
Mixed money tied up in a straight car of one 
kind of material. Make your money 
Cars work. Feed costs you 50 cents a 
: Are Our month to keep. Try and sell every 
: sack in your place at least twice a 

Specialty month. We can help you do it. 


WISCONSIN’S MOST MODERN MILL 


NEW RICHMOND, WISCONSIN 


| NEW RICHMOND ROLLER MILLS CO. 


O YOU WHOSE GOOD- 
HAVE HELPED TO Be, 
Ze MAKE THIS A HAPPY ce 
Ze HOLIDAY SEASON FOR US, WE fee 
SEND CORDIAL APPRECIATION 
AND OUR HEARTIEST WISHES 
2 FOR A NEW YEAR of HAPPINESS 
Be 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 


Brokers for Operating 
CLINTON CORN GLUTEN and C. & N. W. RAILWAY ELEVATORS 
CORN OIL CAKE MEAL AT MILWAUKEE 


\ 
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CLAY CENTER BIDS FOR FAME 

Pisa’s leaning tower is rivaled by the 
large concrete grain tanks of the Mid- 
Kansas Milling Co. Clay Center, 
Kans., which were found to be 17% 
inches off line. 

Jars from heavy freight trains, the 
presence of water near the big tanks, 
and an overload in one of the con- 
tainers caused the base to settle. 

The tanks are 106 feet high, and 
have a capacity of 105,000 bushels. 


W. W. REYNOLDS and Richard 
Winslow have leased the Lanesboro 
mill, Lanesboro, Minn., and plan to 
cperate it temporarily as a feed mill, 
and later as a flour mill. 


CHAS. F. OTTO, Onawa, Ia., has 
announced that the partnership exist- 
ing under the firm name of Onawa 
Mills, has been dissolved. The busi- 
ness will be carried on by A. F. Hug- 
genberger. 


SELLARS GRAIN CO., Forest, 
Ind., has been incorporated with a cap- 
ital stock of $10,000 common and $10,- 
000 preferred. The firm will operate 
a grain elevator and buy and sell grain, 
feed, seed and coal. The incorporators 
are Max P. Sellars, Frank Sellars and 
Julia C. Sellars. 


J. C. McDONALD and Don Win- 
gert, Springville, Ia., are opening a 
feed store. 


ST. JOE GRIST MILL, St. Joe, 
Ind., has been thoroughly overhauled, 
and is now operating in full capacity, 
making flour and grinding feeds. 


EMIL BAUMGARTNER has ac- 
quired the South Whitley, Ind., eleva- 
tor in a trade with the Smith Milling 
Co., Warsaw, Ind., for his 160 acre 
farm near Milford, Ind. 


WALTER MARSHALL, South. 


Lyon, Mich., has purchased the Cogger 
elevator from Charles Cogger. 


L. AUSTIN, Morrison, IIi., and 
H. J. Meyers, Emerson, IIl., have pur- 
chased the grain elevator at Round 
Grove, Ill., from James Mathew. 


FARMERS’ ELEVATOR CO., 
Churdan, Ia., has renewed its charter 
for a period of 20 years. The officers 
are James Hyland, president; J. W. 
Fakler, vice-president; C. G. Shrivler, 
secretary-treasurer; and G. W. Ruth, 
manager. 


LEEZER FEED MILL, Astoria, 
Ill., is nearing completion and the hea- 
vy machinery will soon be installed. 


GEORGE KAISER, Clay City, Ind., 
is building a feed mill and store. 


F. F. BRUBAKER is erecting a 
feed store at 3619 6th avenue, Des 
Moines, Ia. 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


F. B. MOSHER, of the New Rich- 
mond Roller Mills Co., New Richmond, 
Wis., is spending two weeks in the 
East. His wife is traveling with him. 


No-Milk Calf Food 


LEADER FOR 43 YEARS<—-@ 


National Food Company 
FOND DU LAC, wIS. 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


917 METROPOLITAN LIFE BLDG. 
MINNEAPOLIS, MINN. 


NOPCO 
COD LIVER OIL 


Write for Literature 
and Prices. 


THE LAY-EGG COMPANY 


MILWAUKEE, WIS. 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unground and Fine 
Ground Hulls 


Three Minute Cereals Co. 
Cedar Rapids, Iowa 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Coes and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


602 Corn Exchange Bidg. 


MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF. 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg: 
Milwaukee, Wis. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


NEW CROP 


DRIED BEET PULP 


Straight carlots and also in mixed carlots with GROUND 
FEEDS, OIL MEAL, MILLFEED and ‘POULTRY FEEDS. 


MANEY BROTHERS MILL & ELEVATOR CO. 


MINNEAPOLIS, MINN. 
Telephone Main 1864 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


Storage 


Excellent Feed Storage Facilities. 


Negotiable Warehouse Receipts Issued. 
ASK US FOE OUR LOW STORAGE RATES. 


Storage 


WISCONSIN 
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RANKIN 
& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 


When dealer after dealer 
Says it is easier to sell 


Cream Corn 
Gluten 


than any other--and that 
it gives greater satisfaction 


Established 1880 


PAINE, WEBBER There must be something to it. 


& COMPANY 
Members Booking now for January at $33.50 
XCHANGE. February at $34.00 bulk basis, Chicago . 
CHICAGO STOCK 
EXCHANGE price guaranteed. 
BOSTON 


Can load Amaizo, Corn Oil Cake and Gluten Meal in the same car. 
DETROIT STOCK 

EXCHANG 

NEW YORK COTTON 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 
MILWAUKEE 

E. J. Furlong, Resident Partner 


» 


LABUDDE FEED & GRAIN Co. 
MILWAUKEE, WISCONSIN 


0000000000000 


F. J. PHELAN CO. || 
418 Chamber of Commerce +4 QUICK SHIPMENT pe 
MILWAUKEE, i STRAIGHT CARS OF FEED $7 
wIS. 
“Grain Futures” u We have Pure Bran, Spring i 
++ $+ 
Special Attention to Hedges ++ B ran and D urum. F eeds in s 
i warehouses ready for Quick HH 
+4 Shipment. Write for quota- u 
<a e e * 
usiness a tions and try our service. ty 
expands with tt 
Printed messages| ij PHONE ATLANTIC +t 
They are profitable | ++ | J tt 
« 
it I. JOSEPH Inc. 
LITHOGRAPHERS ++ Flour Exchange te 
BINDERS 
344-346 MILWAUKEE STREET | $$ Minneapolis, Minnesota i 
Puone 1076 MILWAUKEE 
Broapway WISCONSIN 
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Che feed Bag 


“*The Dealers’ Paper” 


Vol. 4. No. 1. JaNvary, 1928 


DAVID KNOX STEENBERGH 
Managing Editor 


Published ‘the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically — responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1928, Editorial Service Co.,Inc. 


100 LBS. 


MEAL 
FLAX SCREENINGS 


MANUFACTURED BY 


STUHR-SEIDL COMPANY 
MINNEAPOLIS, MINN. 


INGREDIENTS 
PURE 0. P. LINSEED MEAL AND GROUND 
FLAX SCREENINGS. 


ANALYSIS 
MINIMUM CRUDE PROTEIN 30.0% 
MINIMUM CRUDE 55% 
MAXIMUM CRUDE 0% 
NITROGEN Cu FE | 


The leading brand of 30% 
Meal. A little higher in 
price because it contains 
a larger percentage of 
Pure Linseed Meal than 
other brands. We are 
getting repeat orders for 
Minnehaha in Wisconsin 
and other states. 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 
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We extend to ant our 
friends and patrons 


new year 


Very prosperous 


| Deutsch & Sickert 
Company 
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"Tue FACT that 
100 LBS. 


the new True Value 
Mashes are safe gives 
you the feeling of con- 
fidence when you recom- 
mend them and sell 
them to a user. And 
it increases the users 
confidence in you when 
he too finds them safe 
to feed. 


CarEFUL selec- 


tion of the ingredients in 
True Value Mashes - 
such as No. 2 Yellow 


Corn, Fresh Meat Meal, 


WITH COD LIVER OIL Cod Liver Meal 
AND COD LIVER MEAL 


 LADISH MILLING CO. 
MILWAUKEE, 


and 
Dried Buttermilk - these 
all insure safety in feeding poultry. From the sensitive days 


of chickhood thru a long productive life, True Value Poultry 
Mashes are always safe! 


LADISH MILLING CO. 


MILWAUKEE, WIS. 


a 
q 
= 

4 

A) 
7 
— 
sa 
> 
> 
| 
> A 
= 
Trae Value = 
~ SS EGG ~ 
4 
: 


‘THE HIGHEST PRICED FLOUR IN AMERICA 


AND WORTH ALL IT COSTS* 


per cent more King Midas Flour, 
than ever before, was sold in the state of Wiscon- 
sin. This is an increase of one-third over the 
sales in barrels during 1926. Every King Midas 
dealer throughout the country shared in the bene- 
fits of increased mill production, bigger local sales 


and greater profits. 


1.—King Midas Flour has un- 
equaled merchandising value. Its 
well-known high quality and uni- 
versal popularity make the account 
an unquestionable asset. King 
Midas leads as a repeating flour 
with many dealers. 


2.—King Midas prices are 
maintained consistently reason- 
able in accordance with King Midas 
quality. This enables the dealer 
to satisfy his customers with re- 
spect to selling prices as well as 
quality and performance. 
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